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The Progressive Company 





First Six Months 1929 


32% Gain 
in Paid-for Business 


1929 (To June 20) $166,089, 195 
1928 (Tx ne 20) 125,268,187 


Ga: or Period $ 40,821,008 Admitted Assets Over 
$131,000,000.00 








—and this despite the outstanding 
record of 19°8, the greatest year in the 
history of the Company. Insurance in Force O 


$1,200,000,000.00 


HILLSMAN TAYLOR, President 
St. Louis, Missouri 
































INTERESTING FACTS ABOUT THE PHOENIX MUTUAL 








ere ave 
SEVEN REASONS 


why at least a portion of your sur- 
plus line business should be placed 
with the Phoenix Mutual Life In- 
surance Company of Hartford, 
Conn. To you, it will mean satis- 
factory compensation. To your 
clients, it will mean good service. 
These are the facts: 


Liserat Commissions: Having recent- 
ly announced increased commissions 
on policies of $10,000 or more, the Phoenix 
Mutual is now in a position to offer 
similar high commissions for surplus line 
business. 
Liperat Renewats: You will have the 
. choice of two methods of receiving 
your renewal income. Under one, it is 
possible to earn as many as fourteen re- 
newals. The other plan is equally attrac- 
tive and pays a higher income for a shorter 
period of time. 


Cuoice oF Pians: Since the Company 

. issues policies on the 3% reserve basis 

as well as 3 14%, you have the advantage of 

being able to offer a high-dividend policy 

with all its selling features of high cash 

values and rapid dividend acceleration or 

of offering a policy with a low guaranteed 
premium when initial low cost is desired. 


Service: In addition to many other 

. attractive services, you can also offer 

your Clients the convenience of paying 
their premiums monthly. 


5 Liseraw Pouictes: The policies of the 
. Phoenix Mutual are everywhere ac- 
knowledged to be liberal. Dividends are 
paid unconditionally at the end of the 
first year. Contracts are issued with or 
without Disability or Double Indemnity 





features and the range of forms extends 
from Term policies, renewable to age 60, 
to Retirement Income plans that are un- 
usually complete. 


WeLL-KNowNn Company: For more 
. than six years, national advertising 
has been employed to make the name of the 
Phoenix Mutual synonymous with good 
sound life insurance. Consequently, you 
are likely to find that your client will 
select this Company or, if you suggest it, 
it will meet with his immediate approval. 
You won't have to spend much time selling 
the Phoenix Mutual. 


Hicu-Y1ecrp Annuities: A final reason 

. why it wil. be worth your while to 

have a Phoenix Mutual Contract is our 

exceptionally low rates for Life Annuities 

and excellent facilities for handling such 
service. 


Write or phone at once for further in- 
formation. Our new Surplus Line Agree- 
ment marks the beginning of a new policy 
towards Surplus Line business. Why not 
take advantage of it? 


PHOENIX MUTUAL LIFE INSURANCE COMPANY 


OF HARTFORD, CONNECTICUT 
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ANNOUNCING A NEW POLICY IN REGARD TO SURPLUS LINE BUSINESS 
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How THE EquitAs_e PoLicyHoLper’s DOLLAR Is INVESTED 








LEDGER ASSETS OF THE EQUITABLE 5 yen diagram shown above discloses at a glance the 
December 31, 1928 % : ae : 
ae ae 2 elements which compose the Equitable s sound 


SECURITIES 


I). S Covesnent Bead, $ 10,954,750 1.16; financial structure. The manner in which the funds 
\ » 2¢ . . . . 
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Public Utility Bonds. 152,556,452 12.8°, various classes of investments represents not a hap- 
2) Industrial and Miscellaneous Bonds 5,164,767 5°, } | | | __ 948 
5) Foreign Bonds 4.774.296 5 1azard growth, but rather the fruition of a compre- 
, ‘ 
4) Stocks 17,124,798 1.70% hensive program adopted by the Society vears ago 
a etal i sik alee: s ae 
POLICY LOANS 151,579,676 = 14.66 and consistently dev eloped. rhis program reflects the 
MORTGAGE LOANS best judgment of our Finance Committee, composed 
Business and Dwelling 219,495,054 21.2°; . : . . TI . . 
Home Purchase 24 45.679, 207 4.4¢ of men of long and varied experience. I 1e financial 
Farm 176,858,741 7.1% structure which they have so carefully erected consti- 
MISCELLANEOUS tutes, in respect ol both the selection of thousands of 
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‘ re Estate Owned _—— 1.8% individual investments and their division by classes, 
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(7) All Others. peeaknn 1,407,492 1G, the very highest order of institutional investment. 


TOTAL ASSETS OVER ONE BILLION DOLLARS 


THE EQUITABLE LIFE ASSURANCE SOCIETY OF THE UNITED STATES 
393 SEVENTH AVE., NEW YORK, N. Y. 


THOMAS |. PARKINSON, PRESIDENT 
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‘A MESSAGE of Great Importance” 


























; Thirty-Th 
an 
Bank’s 
ve 
DISSIP 
Analysis 
When the largest bank surance in its advertising of 1 
in the United States goes and inviting the earnest 
- e > insur- ; 
— to sell life ro consideration of the eas 
ance tor you,—it must be f ; ; sovern 
~— public. Detroit Life estates re 
a good business. _ mat ae 
Insurance Company roreae 
Displayed prominent- deems it a real privilege 18.09 
° ° for the ¢ 
> Ww v of one 2s ; 
ly = the windov rf t : to join hands in further- Company 
of its important offices in “on ; ; Debts 
ce a When a Life Insurance ing this great message. miccag “th 
NCW TOFK, FECENEY, Was Underwriter Calls oa You~ nga 
the attractive poster you ’ : peg 
ieuanaraiel J ) See Him We hope that the many lue to fi 
see reproduced here - - a py by A penses, f 
; -. readers of this publica- gg 
poster bespeaking courte- Mo cer ahead the , bho Ih the purp 
ee 7 cheng f a Saree tion who, like us, are en- vat pes. 
ous attention for life in- THE NATIONAL CITY BANK OF NEW YORK ~ ) uted * 
surance men - - appealing TRUST DEPARTME gaged in the great busi- 
: , George 
to thousands of passers- ness of insurance, will be Central I 
by to give an ear to your inspired by the National oe 
story. City Bank’s “message of » hey 
pe ° . : >) » Sane ected w 
With such an institu- importance” and the fine <n 
tion as the National City spirit of helpfulness or 
Bank featuring life in- which has prompted it. € Says, | 
vidual 
ning, 
| he il) 
tStates r; 
000,000 
made 
amounting 
D i : = 
€ETROLT Lire . 
Real 
) ads 
Insurance Company rH 
M44 j 
S89 ° and n 
A Division or Insurance Securiries Company, Inc. ent 
Life 
tute 4.05 
Union Indemnity Company La Salle Fire Insurance Company cute, 
late, 3.7 
Bankers & Merchants Fire Insurance Company Northwestern Casualty & Surety Company percent 
cent of + 
Union Title Guarantee Company, Inc. the hae 
$5,000,000 
PARK AVENUE AT COLUMBIA, DETROIT #& & tf ® UNION INDEMNITY BUILDING, NEW ORLEANS $5,000,000 
310,000.00 


the $25.00 
The m 


$5.356 





Thirty-Third Year No. 33 


The National Underwriter 


LIFE INSURANCE EDITION 


CHICAGO, CINCINNATI, NEW YORK AND SAN FRANCISCO, FRIDAY, AUGUST 16, 1929 


i) 






$3.00 Per Year, 15 Cents a Copy 





Show Shrinkage 
in Man’s Estate 





Bank’s Digest of Government Sur- 
vey Provides Food for 
Thought 


DISSIPATE PERCENT 


18.09 


Analysis Points Out Negligible Amount 
of Life Insurance Carried by 
Persons of Means 


Government records covering 22,495 
estates reported to the treasury during 
1928 indicate an 
shrinkage the 
i 18.09 percent, an analysis prepared 
for the Central Hanover Bank & Trust 
Company of New York shows. 

Debts and accounted 


more than half this shrinkage, absorb- 


average 
settlement 


and 


1927 


in process of 


mortgages for 


while the balance was 
administration 
penses, federal estate and New York 
estate and inheritance taxes, which for 
the purpose of the analysis were com- 
puted at existing rates. 


mg 9.67 
to 


percent, 


due funeral and ex- 


Shows Need of Planning 


George W. Davison, president of the 
Central Hanover, in an introduction to 
the analysis, states that it shows how 
typical estates can undergo unnecessar- 
ily large shrinkages in process of set- 
tlement and illustrates what may be ex- 
pected where an estate is not carefully 
planned. Savings of from 15 to 50 
percent of what considered normal 
cost of transferring property to heirs, 
¢ says, are possible in the case of in- 
liwidual estates subjected to proper plan- 
ning. 

the analysis, embracing a group of 


is 


tstates ranging from $100,000 to $28,- 
000,000 shows that corporate stocks 
made up by far the largest item, 
amounting to 38.02 percent, whereas, 
ond holdings totalled only 15.59 per- 
ent. Composition of the average estate 
Composition of Estates 

Real estate 18.72 percent, government 
and municipal bonds 8.17 percent, other 
onds 12 percent, corporate stocks 
‘S02 percent, cash, notes and mortgages 
11.44 percent, life insurance 2.74 percent, 
and m llaneous property 13.79 per- 
cent 

Life insurance was found to consti- 
tute 4.05 percent of the average $100,000 
estate, » percent of the $175,000 es- 
tate, 3.72 percent of the $250,000 estate, 
#6 percent of the $400,000 estate, 2.5 
percent the $750,000 estate, 2.06 per- 


cent ot the $1,000,000 estate, 1.17 percent 
oz the $2,000,000 estate, 1.26 percent of 
w€ $4,000,000 estate, 0.28 percent of the 


*5,000,000 estate, 0.86 percent of the 
$8 - 
pape estate, 2.09 percent of the 
*. 9,000,000 estate, and 0.42 percent of 
the $25,000,000 estate 
A . 
The mat worth $28,000,000, subject 


$5.356 : ; 
oO 400 estate shrinkage at his 





Prosperity Rules Business 


Seven Months Show Record Business in Most Lines, with 
Outlook for Quarter and Half Year Bright, 
Credit Being Only Deterrent 


By CHESTER 

NEW YORK, Aug. 15.—With the 
closing of July books and the accumu- 
lation of semi-annual reports on busi- 
ness and finance, it is apparent that 
there is litthe change in the business 


outlook, unless it be increased optimism 
towards the immediate future as to be 
shown during the coming quarter and 
possibly half year. Fundamentally, 
there is no change, the great weakness 
of the business structure, the unstable 
condition of credit, being in precisely 
the position in which it opened the year. 
Trading has prospered and semi-annual 
reports on business show a record half 
year, with promise for a continuance of 
this state of activity during the coming 
half year. In fact, were it not for the 
credit situation, there would be none to 
distract attention from the glow of 
optimism which has surrounded busi- 
ness activity in recent months. 


Steel Continues at 
Record Production Pace 


Steel, the basic industry, continued 
its record 1929 pace in July and showed 
a far less than seasonal falling off. 
There is no reason to believe that this 
remarkable activity in steel will recede 
in the immediate future and, dependent 
on three basic lines, automotive, railroad 
and building construction, it may carry 


through the year at the present rate. 
It is quite generally predicted by some 
closely following this business, how- 


ever, that a recession is to be expected 
after such a prolonged period of peak 
activity and even those in the steel 
business are warning against over-ex- 
pansion on the basis of the current pace. 


Automotive Production 
Not Equalled by Earnings 


The automotive industry is one 
those which has become basic 
measure of national prosperity in recent 
vears and it is also basic to the produc- 


of 


as a 


tion of steel, a new factor in the past 
decade. Thus far this year the auto- 
mobile business has set a new pace, 


surprising even the most hopeful of its 
followers during the early months of 
the year. It was at first predicted that 
even this increased production would 


+ 


certainly halt at mid-year, but now it 


18 


death, found it necessary to carry only 
$117,600 life insurance. And at the other 
end of the scale, the man worth $100,- 
000 carried only $4,050 life insurance to 
apply on the $15,770 shrinkage his estate 
would suffer at his death. 

An average for all estates showed that 
the 18.09 percent shrinkage was com- 
posed of as follows: 

Funeral and administration, 4.16 per- 
cent. 


Debts and mortgages, 9.67 percent. 
Federal estate tax, 0.71 percent. 
New York estate and _ inheritance 


taxes, 3.55 percent. 


| 
} 
| 
| 


| Cars 





| outlook, 


C. NASH, Jr. 


seen that the stride has been set 
year and may easily continue 
change during the next six 
months. Recent price cuts will doubt- 
less add impetus to the production. 
One disconcerting phase of this section 
of the market is that the record produc- 
tion has not resulted in record profits, 
the semi-annual reports showing de 
creases or at best slight increases in 
profits over last year—and the recent 
price cuts may point the way to further 
cuts during the next half year. It now 
seems certain, however, that manufac- 
turers will enjoy a continuance of the 
present good business for some months 
and dealers, unless overloaded with used 
in the rush of new car sales, will 
participate in the year of prosperity for 
the industry 
Railroads Profit by 

Current Boom Season 

The railroads are enjoying a return 
to prosperity which has been gratifying 
in- 


| 
clearly 
for the 
without 


to shareholders of this class, for 
creased income and increased half-year 
profits have resulted in great activity 


and appreciation of railroad shares on 


the market. Freight loadings for the 
half year have continued to show satis- 
factory gains. With record shipment 
of grain in recent days, record steel 
activity and good business generally, 
freight loadings should show’ even 


greater improvement during the coming 
month, and possibly months, and rail- 
road earnings should continue to mount 
for the year. 

Building construction, the third steel 
factor, is the one phase which has been 
unsatisfactory this year, chiefly due to 
the credit strain and tightness of money, 
but even this has not been unfortunate 
as regards the steel market, for the fall- 


ing off in building has been chiefly in 
residential building in many sections. 
City buildings, requiring steel, have 


shown an increase in metropolitan areas. 
But on the whole, building has fallen 
off consistently since the opening of the 
year, the decline from last year growing 


each month. This is not a healthy sign, 
but other than this could not be ex- 
pected with money at the present rate 
and difficult to locate at any price. 
Agriculture Shows 

Definite Optimism 

At this particular season one of the 


most important items of consideration 
in the business and financial structure 
is that of agriculture; in fact, basic 


always to a true picture of this country. 
In this connection, there is a decided 
change in tone from past reports. Two 
months ago the country was sunk in 
the depths of depression as for crop 
with wheat selling at a low 
post-war record and the fall profits out- 
look very dark. One month ago, the 
situation had apparently recovered some 
(CONTINUED ON PAGE 13) 


Finds Air Cover 
Method Wrong 


Medical Director Sees 50 Percent 
Error in Present Underwriting 


System 


REASON FOR COMPETITION 


Dr. W. B. Smith of Connecticut Mutual 
Publishes Brochure Resulting from 


Long Study 
Underwriting decisions concerning avia 
tion are probably half wrong and there 
ought to be a new classification system 


of insurance applicants where the aero- 
nautics hazard is involved, in the opin- 
of Dr. William B. 
medical director of the Connecticut Mu- 
of Hartford He 


ciated with aviation as medical examiner 


ion Smith, assistant 


tual is actively 


AaSSO- 


for the Connecticut air regulations divi 
sion of the United States Department of 
Commerce. 

Following a recent survey of the prob- 
lem, he set forth his views in a brochure 
titled “A Classification of the Aeronau 
tics Hazard.” 


Urges Arbitrary Rating 


“It is true,” he says, “that we cannot 
from experience today place an actuarial 
rating on each subdivision of the classi 
fication, but we can place an arbitrary 
rating on each subdivision, which rating 
could be made after study, research and 
thought. 

“If then we limit our amounts and fol 


low through our scheme of classification 
carefully, pausing periodically to study 
our results, we surely will arrive more 


promptly on a sound underwriting basis 
than by any other means I know 


“The flying industry,” he goes on to 
say, “Is no more in its infancy; it has 
grown up. The underwriter has not kept 
pace. It is very difficult indeed to be 


lieve that there is any such thing as un- 

derwriting a risk that will not ultimately 

be exposed to the aeronautics hazard. 
Error Percentage Large 


“It is very likely that we would find 
if we could revive all the decisions that 
we have made concerning the under 
writing of aviation hazard, that over 50 


percent of them have been in error. 
rhis, of course, has produced unfair ac- 
tion to either one of the parties con- 


cerned. As a result of this we have pro- 
duced a regular millennium of competi- 
tion which in the near future some of 
the companies are going to recognize as 
the basis for their losses in this branch 
of the underwriting. 

“Sound underwriting means system 
and system means classification. We 
should endeavor to place the aeronautics 
industry in great classification in 
which we have already had experience 
Its iogical place is with those industries 
representing transportation and commu- 
nication. It differs in no great respect 

(CONTINUTED ON PAGE 12) 


some 
















































THE NATIONAL 








Vast Service of Insurance 





Louis F. Butler, President of Travelers, Points Out 
$2,250,000,000 Is Received Annually in Benefits 
Under All Forms of Insurance Contracts 


Two and ¢ 


by the American 


are received annually 

people as benefits under insurance 
policies of all kinds, says Louis F. But- 
ler, president of the three Travelers 


companies, in an article which appeared 
in the “Boston Transcript,” one of a 
series written by directors and officers 
of the First National Bank of Boston. 
Mr. Butler has been a member of the 
board of the bank for a number of years. 
The article continues: 

“A billion and a_ half 
life and those forms of 
tracts which protect people, 
property. 

“Half as much, 
ceived as restitution for of 
property through fire, windstorm, col- 
lision, burglary, embezzlement, explo- 
sion and various other hazards to which 
property is exposed. 


paid under 
casualty con- 
rather than 


1s 


or $750,000,000, is re- 


losses 


Pay $7,500,000 a Day 
‘An average of $7,500,000 is turned 
over every business day to thousands 


of people who need financial assistance. 

“The number of people benefited, as 
well as the amount in which they are 
helped, is astonishing. Figures of the 
Travelers, an organization comprising 
three corporations writing nearly all 
forms of insurance, issuing over 900,000 
checks and bank drafts a year for policy 
benefits, averaging over 3,120 each busi- 
ness day, show that for accidents in- 
volving people approximately $450,000,- 
000 is paid out annually by all compa- 
nies in America. This figure includes 
all payments made under personal acci- 
dent, workmen's compensation, automo- 
bile liability and other forms of public 
liability contracts. It also includes 
nearly 10 percent of the amounts paid 
for death benefits under life policies. 


How the Money Goes 


“A large amount goes to families of 
men who died, some under life insur- 
ance contracts, some under group insur- 
ance provided through contracts ar- 
ranged with employers, some under 
accident policies, some under workmen’s 
compensation insurance, some under 
various forms of liability insurance. 

‘There are many payments to policy- 
holders in the best of health. These go 
to the men who bought life insurance or 
annuities to provide comfortable in- 
comes in their later vears of life. Then 
there are payments to people and firms 
for value of property lost through fire, 
collision, burglary, windstorm and ex- 
plosion. 

“There are also payments to those 
whose normally productive factories, 
stores, business blocks, apartments or 
other properties are rendered tempora- 
rily unproductive by fire, windstorm or 
other casualty. In recent years there 
has been an extensive development of 
those forms of insurance which provide 
indemnification for loss of earnings 
through damage to or destruction of 
property. Such covers variously called 
use and occupancy, rents, rental value 
and profits protection, depending upon 
the kinds of property earnings covered. 


Money Came-in Handy 


“Some of the checks and drafts went 


to people in dire need and others to 
individuals and corporations whose 
financial programs would have been 


completely upset had not the insurance 
funds been available. Insurance proved 
thousands and thousands of times daily 
that it was living up to its description 
as a financial shock absorber, serving 
not only the individuals and firms in- 
sured but their creditors, bankers, and 
dependents. 

“These figures measure in one wavy 
the extent to which the American people 


| 


| 


| 














a quarter billions of dollars | are served by the indemnification func- 


tion of insurance. 
“The totals do not even hint, however, 
at many of the varied values which 


policyholders and their dependents in- 
herit from insurance, nor do they sug- 
gest how insurance strengthens the eco- 
nomic fabric and advances the social 
structure of the country. 


Relieves Men from Worry 


‘The possession of any form of in- 
surance reassures men and relieves them 
of worries. No one can estimate the 
value of the mental, nervous and phys- 
ical health retained, nor the value of 
the increased efficiency of mental and 
manual workers who have lifted their 
cares by means of insurance. 

“Just what part insurance has played 
in helping in this and other ways to 
make the country the most prosperous 
nation the world has ever seen will 
probably never be determined. We in 
the business know, none the less, that 
from insurance the people have received 
a substantial and very real contribution 
to which man-- have never given even a 
thought. 


Great Aid to Business 


“Many forms of insurance make the 
securing of credit possible and the ex- 
tension of credit safe. Few homes could 
be acquired, few lines of mercantile busi- 
ness and commerce could be conducted 
on the present grand scale without fire 


insurance. The credit of many closed 
corporations and _ partnerships would 
have to be restricted were it not for 


carefully arranged life insurance. 
Showed Inventive Genius 


“In America, insurance has developed 
to magnificent proportions, partly be- 
cause the country has prospered and 
partly because insurance has been a 
means to promoting prosperity. The 
same extraordinary inventive § genius 
which has been displayed along mechan- 
ical lines has been evident in the de- 
velopment of insurance and its collateral 
services.” 


American Life Holds Its 


Convention of Agents 


DETROIT, Aug. 15.—One hundred 
and fifty salesmen and all of the branch 
managers from the 15 states in which 
the American Life of Detroit operates 
were entertained at a convention at the 
home office. Plans were made at the 
convention to make the American Life a 
$100,000,000 company by Jan. 1. It now 
has $96,112,000 in policies outstanding. 

The convention was held under the 
supervision of the president, Clarence 
Ayres, and Vice-President Claris Adams. 
At the first session Mr. Adams gave his 
impressions of the American Life, Hugh 
I, Kinney spoke on profit sharing, Rus- 
sell D. Beadle on trusts and wills, A, E. 
Lamble, agency manager, on agency 
building, and Harold P. Trosper on busi- 
ness insurance. After luncheon E. G. 
Heckel of Detroit talked on age changes 
and Prof. F. Dayton Davis, head of the 
American Life training course, talked on 
the making of an insurance man. Loren 
D. Stark talked on organizing time, and 
Dr. W. G. Hutchinson, medical director 
of the company, spoke on medical selec- 
tion. Chester H. Guthrie and Tom Eu- 
banks talked on rural selling, and Cecil 
F. Cross spoke on policy contracts. 

The entire party went to the Idle Hour 
Anglers Club at Lake St. Clair Flats, 


where a session of the company’s man- 
agers was held. The managers dis- 
cussed recruiting agents, cooperating 


with their agents, training agents, etc. 
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Goes to Kansas City 
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MINOR MORTON 


President James S. Summers of the 
Surety Life of Kansas City announces 
that Minor Morton has been elected d:- 
rector of agencies. He took his new 
post this week. Mr. Morton recently 
resigned from the Central Life of Chi- 
cago when control of the company 
changed hands. The Surety Life direc- 
tors have recommended that the author- 
ized capital be increased from $100,009 
to $500,000. The management will ex- 
pand the company’s activities under Mr 


Morton's agency leadership. Mr. Mor- 
tom has had wide experience in home 
office and field work. He has an ex- 


tended acquaintance among company of- 
ficials and field workers. 

The Surety Life is determined to be- 
come a far greater factor and has en- 
listed some strong financial backing in 
its cause. 

Mr. Morton is not only a field gen- 
eral but has an all ‘round knowledge 
of life insurance. 


Agents Meet in Minnesota 
to Celebrate Big Increase 


The lIrovident Life of Bismarck, N. 
D., held its annual agency meeting at 
Breezy Point Lodge, Minnesota, last 
week. There were 140 agents and their 


Wives in attendance, together with com- 
pany officials. The first two days were 
given over to sports and recreation, the 
company offering prizes to successful 
contestants in golf, bowling, archery, 
horse shoe pitching, tennis, tran shoot- 
ing and bridge. The business session 
continued throughout the last day of the 
meeting, with a program including John 


A. Blond of the Provident Mutual at 
Minneapolis, F. L. Madden, sales man- 
ager of Louis F. Dow & Co.; Clem 


Ryan, president of the Chamber of Com- 
merce, Brainerd, Minn., and company of- 
ficials. 

During the meeting it was announced 
that new business written for the first 
seven months indicated a 41 percent in- 
crease over the same period last year 


and insurance in force is now in excess 
of $20,000,000. 
The following home office officials 


were in attendance: C. B. Little, presi- 
dent; C. L. Young, vice-president; F. L. 
Conklin, secretary and manager; H. B. 
Beach, assistant secretary and actuary; 
C. C. Hoskin, director of agencies; Dr. 
W. H. Bodenstab, medical director; R. R. 
Rust, development supervisor, and J. J. 
Caplice, agency secretary. 

The convention closed with a banquet 
at which the WOCO quartet of Minne- 
apolis and other vaudeville entertainers 
appeared. 
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Life Sales Rise Sharply 
in July on All Classe, 


SUMMER SLUMP AVOIDE) 


Life Presidents Report Average Ca 
of 17.8 Percent, With 99 Percent 
Greup 


Life insurance sales turned sharply 
ward in July, all classes, ordinary 
dustrial and group, showing substantiy 
gains in line with general summer pro, 
perity apparent in other business. ( 
of 17.8 percent over last July was yx 
ported by the Association of Life Pres 
dents. The total of all classes was s 
at $1,093,789,000, making the sixth 
lion dollar month this year and shar 
opposed to the seasonal decline usual 
experienced in July. 

The aggregate for the year to 
is $7,634,388,000, which percer 
over the first seven months of last yew 
and nearly $1,000,000,000 ahead of 4 
first seven months of 1927. 

Ordinary sales increased 9.5 
in July, bringing the year-to-date figu 
7 percent ahead of last year. July or 
nary sales totaled $791,083,000, compar 
with $722,451,000 last july and $750,2% 
000 in June of this year, Ordinary sak 
for the year to date are $5,241,792, 
compared with $4,901,065,000 last yez 


is 6.5 


perce 


This is an excellent recovery fro 
June, when a slight decline was 
ported in ordinary sales. Industri 
sales showed an even more satisfactor 
gain in July. the total of $223,680, 
being 14.9 percent above last Jul 
figure of $194,642,000, 

Industrial Is Booming 

This is the third successive month 
which industrial has shown a gain 


more than 10 percent over the corre 
ponding month of last year aud is 
strong reaction from the slump whid 








Home 
ten 


hion for 
half of t 
Vellowst 








was indicated by the figures of Febr 
ary, March and April. Industrial bu: 
ness for the year to date is $1,734,2% 
000, a gain of 7.2 percent over the $ 
617,685,000 reported at the same ti 
last year. 
In group 





insurance the gain is st 
more remarkable, the July total be 
almost double last July—actually * 
percent. It was the largest group mont 
of this year, the figure of $147,658) 
indicating that no summer slump ! 
affected this business. Group sales | 
the year to date are only $658,369,000, @ 
1.1 percent ahead of last year, as Febr 
ary and May saw sharp declines fre 
last year’s corresponding months 
offset largely the gains of July 
January. 


Decreases in New York 


The reported July gains surpris 
metropolitan offices, for the latter ha 
in many cases been showing decrea 
in July from last year’s total. 

It appears that the uncertain mark 
conditions in metropolitan centers hé 
resulted in a slight check in the ! 
business, while the business count 
wide has been braced up and is forg 
ahead rapidly, strongly counteracting! 
usual summer decline. 








Whatley Kentucky Colonel 
S. T. Whatley, Chicago 
the Aetna Life, who now 
boomed for the presidency of the 
tional Life Underwriters Association 
a large number of friends through 
the country has been made an aide 
camp on the staff of the governor 
Kentucky with the title of colonel. T 
honor comes to Col. Whatley throw 
Lieutenant-Governor James _ Breath! 
Jr., who is a lifelong friend and © 
recently visited Co. Whatley and 
wife in Chicago. Col. Whatley is 
getting a uniform and will papear © 
the other colonels on some state 0 
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Reliance Force 
Holds Meeting 


two Gatherings Bring Out Some 
Excellent and Effective Sell- 





ing Suggestions 





PREPARATION NEED SEEN 





Home Office and Field Men Call At- 
tention to Modern Methods of 
Service 


Two of the most enjoyable conven- 
ins in the history of the Reliance Life 


= 


Pittsburgh were given to the quali- 
A third conven- 


jying representatives. 
hon 
half of the United States will be held in 
Nellowstone Park beginning Aug. 26. 
\lmost 200 
their guests 


for the agents in the entire western 


Reliance representatives 
and from eight northeast 
kates and home office representatives 
went to Bigwin Inn, Lake of Bays, On- 
jario, Canada. More than 100 field men 
aud their guests from ten southeastern 
states and home office representatives 
tongregated at Grove Park Inn, Ashe- 
Bille, N. dl 
\t each of the conventions, only one 
business session was held. Superinten- 
fent of Agencies W. L. Wilhoite was 
i charge. 

At the Canada convention Vice-Presi- 


gent E. G. McCormack welcomed the 
fepresentatives. He termed the field 
force the “cream of the life insurance 


business” because no company can get 
jlong without organization. 
“The day of haphazard selling of life 


Psurance is past,” Vice-President Mc- 
formack said. “You must know your 
business. The public is depending upon 
the life agents to give them the right 
kind of policy. You must sell them 
He policy that best fits their needs.” 


Salesmen and Self-Discipline 


most successful life insurance 
esmen have will power to discipline 
Memselves to make a daily working plan 
@.d follow it through,” Supervisor Thos. 
#. Lawrence said. “That daily plan is 
he most important thing in the busi- 
Try it! It will increase your 
roduction two or three hundred percent. 
ahe most important things in selling 
rea daily working plan, weekly report, 
iota and study: That combination will 
rng success. You must study to be 
le to talk intelligently on all forms 
contracts. That intelligence gives 
u confidence. Have 10 planned calls 
day and make them. Systematize 
ur business.” 
P. F. Sheddy, veteran Reliance rep- 
sentative of Pittsburgh, who has more 
lan 4,000 policyholders, spoke on his 
years with the company. 


‘The 


ess. 


Accident Man Spoke 


Howard J. Walters of the accident and 
alth department emphasized the spirit 
peration in Reliance Life which 
labling the claim adjustment to func- 
© more easily and successfully. “A 
aim examiner is, in the final analysis, 
impartial and fair dispensor of the 
hehts secured to policyholders through 
€ service promised in the written con- 
acts,” Mr. Walters said. “The mod- 
n claim examiner is just as insistent 
at the deserving policyholder be paid 
‘ty cent to which he is entitled as he 
it upholding the company’s rights 
Fainst unjust claims.” 
‘Advertising Manager R. C. Braun ex- 
ained the advertising program of the 
pany and outlined the operation of 
rect mail programs, the benefits of 
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Semi-Annual Statements of Life 
Companies as Filed in Georgia 


a 
| 























a -July 31 p-— Jan. 1 to July 31 —\, 
Assets Income Disbursmts. 

Aetna Life (all depts.)........ $ 396,846,857 §$ $ 64, 5 $ 52,985,405 
American Central Life........ 16,190,445 2 096 
Bankers Health & Life, Ga. 713,460 75 
Connecticut Mutual Life...... 2,3: 
Conservative Life............. 
Pe Dak. Be, Becasccescse 
WOGONRE BSePcccccovesecesccese 9, 
WVBR TARO. cccccccccccccese 2,716,838 
DEON EE pccccccencesncvece 1,507,946 
John Hancock Mutual Life.... 37,686,143 52,698,996 
Lincoln Reserve Life, Ala..... 205,620 287,147 
Northwestern Mutual Life. 64,674,936 
ee EA Bes Gheaccesescccdecs 
POST TO EGOR EeeOcicccccccces + 
Security Life & Trust, N. C.... 498,706 
Travelers (all depts.)...... 97,810,576 74,306,199 














Lincoln National Has 
Passed $700,000,000 Mark 


The Lincoln National Life has passed 
the $700,000,000 mark in insurance in 
force. Figures show the insurance in 
force Aug. 1 was $705,808,768. This is 
a gain of more than $13,000,000 since 
July 1. On Aug. 1, 1928, the Lincoln 
National had in force approximately 
$550,000,000, making the gain for the 
year more than $155,000,000, 

The company announces a_ peak 
record of written business for July— 
$31,503,733. This is an increase of $10,- 
061,572 over July, 1928. For the first 
seven months the Lincoln National 
wrote $210,100,000, an increase of more 
than $53,000,000 over the first seven 
months of 1928. In commemoration of 
its 25th anniversary next year it will 
dedicate its new $400,000 addition to its 
home office building. It will unveil its 
new Manship statue of the young man 
Lincoln. 


which will not be known for two years. 
He stressed the fact that advertising will 
not operate independently of the men 
in the field and urged whole-hearted co- 
operation. 

G. V. Cleary of Chicago, one of the 
leading producers, told the convention 
why he entered the life insurance busi- 
after the war had ruined his real 
estate ventures. He said he entered in- 
surance because he wanted something 
that could not be swept out from under 
him, such as the renewals which give 


ness 


one an income for life. He also said 
there is a satisfaction because of the 
good an agent does the public. 

Blaine Lewis of Kentucky said the 


biggest problem an agent has is finding 
the right kind of prospects who are 
morally, physically and financially fit to 
buy insurance. He said some of the 
men in the Kentucky department gave 
credit to the company’s pre-approach di- 
rect mail service for the fact that they 
were attending the convention. Mr. 
Lewis said out of 100 names which he 
sent in on this service requisition, he 
made 45 sales for $49,000 life and addi- 
tional accident and health. 


Supervisor T. P. McCormack of 
Cleveland said that the future of the 
agent will be in direct proportion to 


the number of sales he makes. He said 
the representatives must translate into 
policies the needs of the prospect's 
family. A man is limited in his ability 
to buy life insurance, he- said, and it is 
wise to provide an income. Some can’t 
buy life income and the special income 
could be worked out carefully. 

At the Asheville business meeting 
short addresses of welcome were made 
by Senior Vice-President H. G. Scott 
and Vice-President E. G. McCormack. 

Supervisor W. S. Tomlinson of Ala- 
bama spoke of the progress which has 
been made in selling life insurance and 
the necessity today of selling it from a 
professional standpoint based upon the 
needs of the prospect. 

“As a professional man, the life un- 








State Mutual Life Shows 
Excellent Gain for July 


rhe Mutual Life July, 
paid-for production showed a gain of 20 
percent over the same month last year. 
For the first seven months of this year 
its total paid-for business also shows a 
substantial increase over the same period 
in any previous year. The application 
new and specific plans which have 
ust been developed for helping the gen- 
eral agent to build a successful organ- 
ization, combined with the large amount 
of new sales material to assist the agent, 
are responsible to a great extent for the 
in 1929, 

Che State Mutual’s present expansion 
program, embracing the Pacific Coast, 
Kansas and new agencies in its present 
territory, will greatly enhance the pro- 
ducing power of its sales force and the 
prospects for the balance of the year bid 
fair to give an unprecedented gain in 
paid-for production in 1929, A new rate 
book and an occupational booklet have 
been recently distributed among the 
sales force. 


state 1929, 


mcreases 


derwriter can take from the medical 
profession an example of that basis of 
confidence necessary to successfully 
complete a sale,” Supervisor Tomlinson 
said. “From the druggist profession, the 
life underwriter can take the example 
of hard work and tenacity. And from 
the law profession, the life underwriter 
can take the example of diplomatic per- 
Suasion 

Supervisor G. G. Lamar of Florida 
said the objects in being in the life insur- 
ance business are the remuneration one 
receives and the service one renders. The 
essentials of success, he said, are steady 
work, plan, system and service. Knowl- 
edge makes confidence, he said, and con- 
fidence makes life under- 
writers are willing to work but are not 
successful, he said, because they do not 
know how to plan. He termed re- 
newals the “cream” of the life insurance 
business and said there was no excuse 
for not renewing 80 percent. 

One of the features of the business 
was the showing of a motion 
picture written, directed and taken by 
the advertising department in the home 
office illustrating right and wrong ways 
of approach and interview. The “star” 
of this experimental movie is Saul Alex- 
andre, the company’s million dollar a 
vear producer. In a short address fol- 
lowing the movie, Mr. Alexandre gave 
some of his acutal sales experiences. 

The new accident policy was discussed 
by Vice-President L. P. Gregory. He 
outlined its features and their appeal 
from a salesman’s standpoint. In gen- 
eral, he said today one must think ahead 
years to succeed, illustrating his point 
with the quotation that man today must 
do as much thinking in one year as his 
father did in 10 years and his grand- 
father did in a life time. He said life 
insurance is largely responsible for the 
basis of prosperity today. 


sales. Some 


session 











M.W. A. Adviser 
Halted By Writ 


Pearson Service Company Sues 
Policyholders Protective As- 


sociation 


HEARING IN SEPTEMBER 


Fraternal’s Sales Organization Seeks to 
End Activities of Group Offering 
Counsel for $3 Fee 


An injunction suit has been started by 


Frank W Pearson, Inc., of Chicago, 


fraternal service organization which is 
transterring old inadequate rate con 
tracts of the Modern Woodmen to an 


adequate basis, against Dexter B. Farns 
worth, Jr., and the Policyholders Pro 
tective 11 Salle 


prevent interiterence 


Association, South La 


street, Chicago, to 


with the Pearson company’s operations 

\ granted 
last week by Superior Judge Walter T. 
Steffen pending hearing. 
Person petition the 
rotective \ssociation 
“chiefly to 
Inc.” Vhe 
worth joined 
went 


temporary injunction was 


According to 
Policyholders 
was started 
Frank W. Pearson, 
petition charges that Farns- 
the Pearson organization, 
through a school free of charge 
and thus found out business plans, after 
which he went into business for himself, 
organizing to work 
against 


annoy 


the association 


Pearson. 
“Advice” for 83 Fee 


It 
made 
members 
$3, and 
change 


that the association 
of offering advice to 
Modern Woodmen at 
that the advice was not to 
over to the new legal reserve 
policies but to remain on the “step rate” 
basis. It was said this latter basis was 
chiefly responsible for financial difti- 
culties which fraternals have experienced 


charged 
business 
of the 


Was 
a 


and that the American government dis- 
carded it after it had been used in war 
risk insurance because it eventually 


forced policyholders to give up their in- 
surance because of high rate. 

In the Pearson petition it was charged 
that Farnsworth gave 5,000 members of 
the fraternal order this advice for $3 
apiece and then sent representative to 
Pearson offering to sell out the associa- 
tion 


Postal Men Investigate 


were said to have 
into the operations 


Postal inspectors 
launched an inquiry 
of the Policyholders Protective Associa- 
tion, led by V. E. Elbertie. 

According to Frank W. Pearson the 
advice given for $3 by Farnsworth was 
“bad advice.” 

“At a time like this when a society is 
putting itself on an adequate rate basis 
it is easy for anyone to get a following 
if he claims there is something unfair 
in the society’s practices,” Mr. Pearson 
said. “Since its organization, the Policy- 
holders Protective Association has been 
advertising extensively—I understand in 
27 Illinois papers and 23 Iowa papers— 
urging Modern Woodmen policyholders 
to fill in a coupon and return it for in- 
formation about their policies. 


Get Cireular Letter 


“They get in return a circular letter 
well calculated to dissatisfy them with 
M. W. A. insurance, and also charging 
that our service organization is in busi- 
ness purely for the money and that we 
sell the highest rate policy we can. An- 
other charge is that the new Woodmen 
policy does not give cash values until 
age 70. That is true, but the Modern 
Woodmen was not organized to give 

(CONTINUED ON PAGE 132) 
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New York Life 


Directors 


The success of any Company is primarily a matter of 
management—that is, of MEN. Following is a 
list of Directors, New York Life Insurance 
Company, the most recently elected 
being Calvin Coolidge: 

LAWRENCE F. ABBOTT 

JOHN E. ANDRUS 
NATHANIEL F. AYER 
CORNELIUS N. BLISS Commission Dry Goods 
{ Chairman of Board, New 
MORTIMER N. BUCKNER ? York Trust Co. 
THOMAS A. BUCKNER Vice-President 
{ Pres’t Columbia Uni- 
NICHOLAS MURRAY BUTLER ? versity 
1 Former President of the United 


Director Valentine & Co. 
Manufacturer 
Textiles 


CALVIN COOLIDGE States 


GEORGE B. CORTELYOU. .Pres’t Consolidated Gas Co. 
WALTER W. HEAD Pres’t State Bank of Chicago 
CHARLES D. HILLES Insurance Manager ' 
ALBA B. JOHNSON Retired, Philadelphia, Pa. 


PERCY H. JOHNSTON Pres’t Chemical Bank & 
Trust Co. 


WILLARD V. KING ‘ane Advisory Board, Irving 


DARWIN P. KINGSLEY President 
RICHARD I. MANNING. Farmer, Columbia, So. Carolina 
JOHN G. MILBURN 

GERRISH H. MILLIKEN 

FRANK PRESBREY...Frank Presbrey Co., Advertising 
JOHN J. PULLEYN.Pres’t Emigrant Ind. Savings Bank 


FLEMING H. REVELL | Fleming H. Revell Co,, Pub- 


Chairman of — Executive 

GEORGE M. REYNOLDS joie Bank 7 aa 
Chicago 

HIRAM R. STEELE. .Steele, DeFriese & Steele, Lawyers 

JESSE ISIDORE STRAUS. Pres’t R. H. Macy & Co., Inc. 


RIDLEY WATTS..... | Miéley Watts & Co, Dry Goode 


NEW YORK LIFE INSURANCE COMPANY 
MADISON SQUARE, NEW YORK, N. Y. 


DARWIN P. KINGSLEY. . . . President 
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American College Finds 
It Has to Secure License 


HAVE TO HOLD BACK DEGREES 


Congress Passed Law at Recent Session 
That Affects Institutions in Dis- 
trict of Columbia 


Those who took the recent examina- 
tion for degree of chartered life under- 
writer in the American College of Life 
Underwriters wonder why they have 
not received notice of how they fared 
in the work. As a matter of fact 
it has been found that no degrees can 
be awarded, owing to a new law passed 
by Congress that requires that any edu- 
cational institution chartered in the Dis- 
trict of Columbia must secure a license 
from the board of education before it 
can grant any degrees. The American 
College of Life Underwriters has made 
application as required by the new law 
but the board of education will not meet 
until September. There is little doubt 
of the college being licensed but in the 
meantime the whole works are stopped. 
President E. J. Clark says: 

“The college has always maintained 
the highest standards of educational 
prerequisites and scholastic attainment, 
consequently the directors feel that 
there will be no delay in the issuance of 
the necessary license when the board 
of education meets in September. In 
view of the fact that the college was 
chartered under the laws of the District 
of Columbia, this order of procedure is 
necessary. 


Phenomenal Mark 
of Sun Life Stock 


The phenomenal increase in price of 
Sun Life of Montreal stock amounting 
to almost 400 points in the last two 
months has set the entire insurance and 
investment world agog. Incidentally 
Sun Life stock has set what well may 
be a record for insurance stock values 
with $2,850 bid according to most recent 
quotations and $3,000 asked. 

This in itself does not mean very 
much because the stock is practically 
unobtainable on the market. The un- 
precedented demand of insurance-con- 
scious investors has been responsible for 
the rise in value. Recent disclosures of 
the unusually successful investment his- 
tory of the company, of appreciation 
amounting to $35,000,000 in the com- 
pany’s investments during a short time 
and of a tremendous increase in busi- 
ness written and paid for have been 
largely responsible for the increase in 
the stock’s value during the last two 
months from the general previous aver- 
age around $2,450 or $2,500. 

During the first six months of this 
year, according to Best's, the Sun Life 
paid for $319,000,000 of business, as com- 
pared ‘with $431,000,000 paid for in all of 
last year. This great increase has been 
a vital factor in the rise of the com- 
pany’s stock value. Another less recog- 
nized factor is refusal of the Canadian 
parliament recently to permit the Sun 
Life to increase its authorized capital. 
This restricted the number of shares and 
consequently had a strong effect in 
raising the value. 

One thing to be remembered in con- 
sidering the phenomenal investment his- 
tory of the Sun Life is that only 5 per- 
cent of its profits in the participating 
branch goes to the stockholders. The 
other 95 percent is held absolutely for 
policyholders under the company’s 
charter. This is significant because 
from 92 to 93 percent of the company’s 
business is done in the participating 
branch. 

The achievement of the Sun Life is all 
the greater when it is considered that 
normally a rise of even 50 points in the 
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CHARLES W. 


Gold, vice-president a 
Jefferson Standard | 
N. C., is the logical ca 
president of the America 
Life Convention at the seathoons 
meeting at Cincinnati. Mr. Gold i 
member of the executive committee 

is one of the stalwarts of the organiz 
tion. While he may not be called « 
of the “old timers” he certainly belong 
in the second group of those wearing 
service stripes. At the last meeting M: 
Gold loomed up conspicuously as : 
presidential candidate, but gracious 
retired in favor of Clarence L. Ayre 
president of the American Life of De 
troit. That act on his part increased hi 
personal popularity immensely. It wa 
generally agreed that at the next mee 
ing Mr. Gold would have a walkawa 


GOLD 


Charles W. 
treasurer of the 
of Greensboro, 
didate for 


.for the presidency. 


Mr. Gold is a native of North Care 
lina, having been born in Wilson, Apr 
16, 1874. He graduated from Nort 
Carolina State College. 


Give Insurance Statistics 


Course Now at Columbi: 


Edwin W. Kopf, assistant statisticia 
of the Metropolitan Life’s head offic 
will start his course in applied insuran 
statistics at Columbia University, 
York, Thursday evening, Sept. 6. 
prerequisite to taking it is a course 
business statistics or in elementary st? 
istical methods. The insurance st# 
istical course covers the origin, sourtt: 
and methods of internal and exter 
statistics applied in insurance servitt 
Emphasis will be placed on the facts 
industrial, financial, political and sat 
tary history in relation to the insurat 
business. Modern developments in et? 
nomic, vital and social statistics will 
reviewed in their bearing upon | probles: 
of insurance investment, taxation, supe 
vision, rate making, expense control, & 
tension of coverage, selection, retent 
and compensation of head office and ™ 
personnel and risk mitigation. 

Other university courses in insurat 
at Columbia offered are those on! 
insurance, investments of _ insuramt 
companies, casualty insurance, insurai 
practices, insurance office organizati 
and fire insurance rating. 








r 


industrial or 


market price of 
the street 


stocks causes pandemonium in 
and usually carries all other stocks alo 
to higher levels, making or breakit 
thousands of speculators. 


Subscribe for a personal copy of 
National Underwriter—$3 per year * 
the life insurance edition. 
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THE FEDERAL RESERVE 
LIFE INSURANCE COMPANY 








E. W. MERRITT, Jr. 


President 


Home Office: Kansas City, Kansas 








EXCELLENT JUVENILE | 
POLICIES 


Death Benefits Graded only to Age 5 | 
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Liberal Payor Benefits 

















EXCELLENT AGENCY OPPORTUNITIES 


IN 


Florida Illinois Indiana 
Kansas Michigan Missouri 
Ohio 


ADDRESS INQUIRIES TO 


The Federal Reserve Life Insurance Company 
3401 Michigan Avenue, Chicago, Illinois 
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Metropolitan’s Mortality in the second quarter. The pneumonia | other record year. Cancer showed no 

death rate dropped so sharply in the | improvement, deaths from degenerative 
Rate Returned to Normal second quarter that the cumulative death | diseases rose slightly, the diabetes death 
rate for the half year was only slightly | Tate continued its persistent rise, deaths 
above that for the corresponding period | om alcoholism, cirrhosis of the liver 




















































RECOVERS FROM _ EPIDEMIC of last year. and acute alcoholic poisoning are all in- 
: m creasing and suicides, accidents and 
Childhood Diseases Decrease automobile fatalities all show disquieting 





Second Quarter Second Best Period in Striking improvements have been | increases. The automobile death rate is 
Decade—Offsets High First shown in many diseases this year, help- | especially disappointing, as 1928 saw a 
: check in the steady increase, but this 


ing to counteract the force of the in- 
Three Months fluenza epidemic. The epidemic diseases | ¥¢4* the upward trend has been resumed 
and is now 9.1 percent over last year. 


of childhood almost all showed decreased The total death rate for the half year 


NEW YORK, Aug.’15.—Final mid- | 4¢ath rates; measles about half last year, was slightly higher than last year’s first 
half year, but only to a negligible ex- 


vear returns on mortality among the scarlet fever well below and diphtheria 
tent, compared with the showing at the 


: . , at a new low record. Tuberculosis 
9,000,0 striz cy ‘rs ‘ 
19,000,000 industrial policyholders of the shows marked improvement, the death -~ - 
end of the first quarter. Unless there is 
a setback during the coming few months, 


Metropolitan Life show a very satis-| rate for whites being 73.6, a decline. of 

factory half year, with a complete re- | 3 3 percent over last year’s mid-year fig- - 

covery from the first quarter’s high | yre There was a 7.8 percent drop for the Metropolitan reports, 1929 should 

death rate, so complete that the year’s | colored risks. It is now assured that | S¢¢ 2 new low record mortality, in spite 
of the disastrous first three months of 

the year. 





mortality rate now bids fair to approach | 1929 will set a new low record for tuber- 
a record, should the second quarter ex- | culosis deaths. There were fewer deaths 


perience continue. The Metropolitan | from ruerperal conditions and the im- . : > 

Life reports that the first three months | provement particularly in the second Missouri State’s Record 

of the year had the worst record of any | quarter indicates that the year will set The Missouri State Life reports a 
quarter of the past decade and in con- | another new low mortality record in this | most satisfactory gain in paid-for pro- 
ae = =. the 1 three months | classification. duction so far in 1929, with a total of 
‘ : : ‘ $205,420,387 inary z i 
iad the best record of the past decade Cette Chien We Rabseeen $205,420,387 ordinary and group life. 


with the exception of the spring quarter This is a gain of 31 percent over the 
of 1921. The disastrous influenza epi- All brackets did not show this favor-]| corresponding period in 1928. In July 
demic of this year lost its force in the | able condition, however, the mid-year | $32,388,292 of insurance was reported 
first quarter and the death rate dropped | report listing a number of notable in- | paid for, as against $20,890,275 in July, 
from 122.3 in the first quarter to 22.6 | creases in mortality which point to an-| 1928. This is an increase of $11,498,017. 


ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 




















Agency 
Opportunities 





We now offer liberal general 
agent’s contracts to desirable 
men who want territory in 
Ohio or Missouri. 





The Royal Union writes all 
standard policy forms, in- 
cluding an exceptional line 
of children’s contracts! 


For full particulars write us. 





Royal Union Life Building 
Cor. Seventh and Grand Ave., 
Des Moines, Iowa 


ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 
A. C. TUCKER, President 














Radio Found of Henitel 
Value in Obtaining Agents 





STAFF TOLD AT CONVENTION 





Field Forces of Philadelphia Life Enjoy 
“Traveling Meeting” Through 
Historical Points 





PHILADELPHIA, Aug. 15.—Use 
radio broadcasting to secure new agents 
and business and continued use of news- 
paper advertising for increased volume 
of business were strongly recommended 
by Jackson Malone, vice-president of the 
Philadelphia Life, at the short business 
session following the luncheon which 
opened the “traveling convention” for 
qualified agents. 

Thirty-one agents qualified and 26 
the number also qualified to bring their 
wives. Following the business session 
the agents boarded the boat for Boston, 
arriving there Thursday morning. In 
the afternoon they were to go on a bus 





trip through historical Boston and an 
ocean trip to Gloucester. Dinner was 
to be at the taverm overlooking Glou- 
ceser Bay. 

Round of Pleasure 


Friday the delegates will go to Vly 
mouth, returning by way of the south 
shore, with dinner at the “Shore gar- 
dens,” Nantasket Beach. On Saturday 
they will follow the route of Paul Revere 
through Cambridge, including Lexing- 
ton, Concord and other points of his- 
torical interest. 

The party will stop at Longfellow’s 
historical “Wayside Inn” in South Sud- 
bury for luncheon. That evening they 
will take the boat for New York, arriv- 
ing there Sunday morning. 

Mr. Maloney said that the company, 
in line with its development, started the 
first of the year to use radio broadcast- 
ing by giving out the correct time and 
sending out a 50 word mesage each night 
at 11 o’clock through Station WCAU 
of the Columbia Broadcasting System 

In the message is contained news of 
the company’s policies and advantages 
to an agent in selling them. The broad- 
casting, Mr. Malone declared, has re 
sulted in the company’s securing agents 
and business both directly and indirectly. 

Some time ago, he said, the company 
started a newspaper advertising cam- 
paign in Philadelphia. While it was too 
early for the company to have complete 
results as to their value, he stated that 
he was sold on it, as the ads have av 
eraged three and a half replies, and in 
some cases resulted in four or five pol- 
icies On one inquiry. 

He went on to say that the company 
has left Tennessee and Kentucky and is 
leaving Illinois, Indiana and Michigan lie 
dormant for the time being, and, in line 
with its development policy, had can- 
celed more than 40 agency contracts dur- 
ing the year. 

Comments on Increases 


Business is showing a large increase, 
the average paid-for increase of each 
agent for the past seven months being 
10 percent, with agents showing an av- 
erage increase of 20 percent for June 
and 32 percent for July. 

Clifton Maloney, president of the Phil- 
adelphia Life, was the first speaker. He 
said that he first realized the therapeutic 
value of life insurance last spring whe? 
he was seriously ill, with the chances 
of his recovery 50-50. 

Ernest M. Bluell, actuary, asserted 
that “personality is the only thing you 
have to sell your client” and that “! 
you have no personality, get out of the 
business into something else.” 

Dr. Joyce T, Sheridan, medical direc 
tor, telling of the remarkable selection 
made by “Plico” agents, declared that 
during the past two years the company 
has issued 92 out of every 100 cases ¢* 
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; | THE modern business world is complex. Every 
; business man’s situation presents some new financial 
“ | problem, often extremely technical. Which raises 
7 | the question, how can the insurance salesman today 
. | possibly serve all his customers satisfactorily? The 
’ | “Etna Life solves the problem by backing him with 
: | a staff of specialists in the use of life insurance. With 
* | these men at his disposal, he can handle correctly 
2 | every insurance situation however special or complex. 
a: | 

4 | IT PAYS TO BE AN ATNA-IZER 
y. | 

ny 
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! | fEtna Life Insurance Company 
ny 

, Hartford Connecticut 
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Opportunity 
Beckons! 


Men of ability and character, 
who are willing to give all 
they have to the organization 
and development of territory 
in the service of the 


SPRINGFIELD 
LIFE 


who are ambitious to enlarge their personal in- 
come tremendously, are invited to get into touch 
with the home office, at Springfield, IIl., at once. 


All Standard Policies written, with or without 
Permanent Disability, Premium Waiver and 
Double Indemnity. 


$1.00 A MONTH 


Buys regular Old Line Ordinary Life Insurance 
for children, age six months up, and the same 
life insurance proposition is available to adults 
—age 10 to 60 years. 


Big Money for the 
Go-Getter 


Send your inquiry directly and now, to 
A. L. HEREForD, President 


SPRINGFIELD LIFE 
INSURANCE COMPANY 


SPRINGFIELD, 
ILLINOIS 























Yerxa Is “Big Ten” poem 
Leader in Club Convention 





CENTRAL DISTRICT MEETING 





Honors Accorded Hustling Field Men 
at Breezy Point, Minn., Gathering 
of Northwestern National 





Howard W. Yerxa of the White & 
Odell agency of the Northwestern Na- 
tional Life, Minneapolis, emerged as 
leader of the company’s “Big Ten” for 
1929 at the close of the regional con- 
vention contest. The “Big Ten,” com- 
posed of the 10 leading agents in the 
contest, will be accorded special honors 
at the regional meetings, the first of 
which was held this week at Breezy 
Point, Pequot, Minn. 

Mr. Yerxa’s closest competitor for 
first place was C. D. Ford of the A. W. 
Crary agency of North Dakota, last 
year’s leader. Other leaders, in order 
of their scores, were B. E. Williams, 

O. Wilhelm & Co., Nebraska; E. C. 
Henkel and E. E. Moore, White & 
Odell agency; F. G. Seibel, Truman H. 
Cummings agency, Michigan; C. L 
Shadewald, D. J. Connolly agency, 
Iowa; R. R. Rutten, A. W. Crary 
agency; W. L. Kelly, White & Odell, 
and J. A. Norris, South Dakota. 
Others who came close to qualifying 
were O. W. Veth of White & Odell 
agency and Meldrum Gray of Columbus, 
O., who tied in 11th place, and L. E. 
Rolfe of H. O. Wilhelm & Co., 12th. 


Several Clubs Meet 


The Breezy Point meeting, which 


opened Aug. 12, brought together win- 
ners in the convention contest from 
Minnesota, North Dakota, South Da- 


kota, Nebraska, lowa and Illinois. A 
feature was the award of prizes to win- 
ners of contests held during the con- 
vention contest year, including 25 mem- 
bers of the “Century Club,” who 
produced 100 or more new paid-for 
applications during the year and who 
will receive checks for $100, and 19 win- 
ners in the conservation contest. 

L. M. Rutten of the Crary agency re- 
ceived a gift prize as winner of the 
“Largest Northwestern National Fam- 
ily” contest. His son, R. R. Rutten, and 
J. K. Irwin of the Paul E. Wood agency 
at Greencastle, Ind., both received prizes 
for tying for first place in the “100 Per 
Cent Family” contest. The elder Rut- 
ten insured every member of a North 
Dakota family of 12, while his son and 
Mr. Irwin both reported 11 families of 
three or more persons each, with every 
person in the family insured. 

Altogether, 214 agents qualified to at- 
tend the three conventions. The west- 
ern regional convention will be held at 
Troutdale-in-the-Pines, Colo., Aug. 22- 
24, and the eastern regional convention 
at Niagara Falls, Aug. 28-30. 


Illinois Life Golf Scores 


Sixteen members of the home office 
organization of the Illinois Life as the 
guests of President R. W. Stevens, took 
part in a golf tournament held recently 


at Bob O’Link Country Club, Highland 
Park, Ill. 
The players went out in_ several 


groups during recent weeks and the four 
men with the lowest net scores met in 
a final match which was played off on 
the Bob O’Link course last Sunday 
morning. 

The winners and their scores follows: 
Dr. R. H. Fisher, 112-25-87; W. B. Tag- 
ney, 118-29-89; H. G. Johnson, 107-17- 
90; B. J. Stookey, 114-21-93. 


Home Life’s Business 


Paid business of the Home Life of 
New York to July 31 totaled $36,126,328, 
compared with $31,423,635 last year. 
This brought insurance in force up to 

















$368,260,973. 
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inal a Gaicties wo Phoned 
for North American Outing 





CONVENTION IN LOS ANGELES 





Field Force of Chicago Company to En. 
joy Picnic in Mountains on An- 
nual Get-Together 





Fortunate agents of the North Amer 
ican Life of Chicago who hustled and 
were able to qualify for the period fron 
Jan., 1928, to Aug. 1 this year by $4,500 
of paid premiums, during the next week 
will enjoy one of the finest trips and a: 
nual conventions that the company ever 
has offered. Meetings will be in the 
Ambassador hotel at Los Angeles, Aug. 
20-23 and several additional days will 
be given over to sight-seeing in and 
around Los Angeles and San Francise: 

A special contingent will leave Chi- 


cago Saturday on the Lo s Angeles lim- 


ited scheduled to arrive on the west 
coast Tuesday morning. 
Round of Activities 
The first meeting will take place that 
afternoon, at which the visiting life in- 


surance men will be welcomed by Mayor 
J. C. Porter of Los Angeles. A thcater 
party will be held that evening. An- 
other session will be held Wednesday 
morning and the afternoon will be de- 
voted to a sight-seeing tour and a golf 
tournament. North American Life men 
will attend a movie the first night. An- 
other meeting will be Thursday morn- 
ing. In the afternoon the convention 
will attend a swimming carnival and in 
the evening a dinner dance at Cocoanut 
Grove. 
Pientie in Mountains 


Practically all of Friday will be taken 
up with a picnic in the mountains, a 
tour of orange groves and a visit to a 
beach movie palace. The evening will 
be given over to a banquet at which AIl- 
bert Schurr will preside. *Among the 
speakers will be James W. Foley, hu- 
morist. This will be the official close 
of the convention. 

The next day will be taken up with 
sight-seeing and the North American 
forces will leave Saturday night, Aug. 
24, for San Francisco. A sight-seeing 
tour will be made in the morning, lunch- 
eon will be held at the Cliff House and 
sight-seeing will continue in the after- 
noon with visits to the Presidio, the 
shopping and business districts. The 
party will leave San Francisco for Chi- 
cago Sunday night, according to the an- 
nouncement of Vice-President Paul Mc- 
Namara. 


Announce Quarter Million Club Officers 


The officers of the Missouri State Life 
Quarter Million Club, as announced at 
the convention in Yellowstone National 


Park are: President, M. Tanaka, J. M. 
Maconnel agency, Honolulu, Hawaii: 
first vice-president, Horace H. Bell, 
manager Pittsburgh, Pa., branch; and 
second vice-president, Cecilio Rosen- 
wald, J. Tom Dannel agency, New 
Mexico. 


Officers of the company who attended 
the convention included Hillsman Tay- 
lor, president; John J. Moriarty, vice- 
president; Henry Reichgott, vice-presi- 
dent; C. O. Shepherd, second vice-presi- 
dent and actuary; James Scott, t hird 
vice-president and comptroller; Miles W. 
Heitzeberg, fourth vice-president; Dr. 
B. Y. Jaudon, medical director; Charles 
H. Hempel, cashier; Hugh McGehee, 
assistant secretary, and Joseph P. Lick- 
lider, director of publicity and sales re- 
search. It is agreed by all who attended 
the convention that it was the best ever 
held by this club. 


Passes 80 Million Mark 


The Business Men’s Assurance passed 
the $80,000,000 mark Aug. 1, having that 
much life insurance in force after nine 
years of operation in that field. 
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AS SEEN FROM NEW YORK 


By C. C. 





WELCH MADE GROUP SUPERVISOR 


Vincent S. Welch has been appointed | 
resident group supervisor of the Equit- 
able Life with headquarters in New 
York City. He is a graduate of the 


University of Pennsylvania and at the 
time he was an undergraduate he was 
iiback on the varsity team. For the 
12 years he has been secretary of 
he chamber of commerce at Geneva, 
". and has served as director of ath- 
letics at Hobart college. He coached 

ythall and basketball teams. 

* * 
CHANGING CONDITIONS 


On Wednesday of last week, business 
| financial forecasters were busily is- 
statements that the pessimism of 
months of the year had given 
vay before an overwhelming optimism 
1rd activity was to be expected 
the balance of the year, stock 
prosperity included. On 
lav the federal reserve board increased 
the discount rate to 6 percent. On Fri- 
iy the stock market suffered the most 
isastrous single day’s break since 1911. 
Swift transition for three days. 

The life underwriter can read this with 








-}, + 
narKel 


keen interest, for it points to many 
hings. It suggests that he should be 
more alert today than in the past, to 
keep abreast of changing conditions. 
He should closely study these allied 
lines, for they directly affect his busi- 


ness and he should be prepared for con- 
ngencies. And he can certainly utilize 
the emergency to point to many of the 
small fry,” who should not be on the 
iarket, that life insurance is the an- 

wer to their investment desires. 

x* * * 

MARKET WAS GLUTTED 
lhe exterior business world—which 
s not so exterior to life insurance as 
many would think—gives another valu- 
ble thought this week. The wheat 
market has just held its own in the last 
days, in spite of conditions which 
would point to slightly increased prices, 
any change at all. In fact some days, 
rop reduction reports would be accom- 
panied by market flurries which would 
arry prices down a slight distance. 
That is a strange quirk which can be 
credited only to the panicky condition 
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farmer. With the upward rush 
of prices, the farmer rushed to market 
with his season’s offering and conse- 
quently glutted the market so that even 
the basic factors of optimism were dis- 
counted. How like a sales interview— 
where the life underwriter is all too 
prone to become panicky for fear of his 
commission harvest and thus rush in and 
discount his own sales efforts. 


Illinois Life Honor Men 
for 1929 Announced 


| of the 





The 4: Life announces that Man- 


ager R. B. Daniel of the western Kan- 
sas agency this year wins the presi- 
dency of the $100,000 Club, being the 


Fowler Sandifer 
becomes first 
Mott of 


leading producer. W. 
in Mr. Daniel's agency 
vice-president. George L. 
Michigan is second vice-president, John 
G. Brinkley is third vice-president. Mr. 
Daniel loomed up the latter part of 
May when he advanced from sixth to 
third place on the leaders’ list. He 
joined the ranks in 1904. In connection 
with his personal production he carried 
on the work of the agency successfully. 
Mr. Fowler was second vice-president 
of the club in 1925. Notwithstanding 
he works in a territory sparsely settled 
he always comes to the front with a 
good business. Mr. Brinkley gives close 
attention to renewal of his business. He 
wins the first conservation prize, his re- 
newal percentage being 94.1. The sec- 
ond prize goes to Manager N. Stanley 
Peterson of the Wacker Drive Chicago 
agency with a percentage of 93.93. The 
third prize goes to District Manager 
Daniel B. Ryan of the Chicago South 
Side agency with 87.57. Manager Dan- 
iel who is president of the club gets the 
fourth prize with 85.71. C. F. Knechtel 
of Kansas with 84.04 gets the fifth prize. 


John Hancock July Mortgage Loans 


Farm and city mortgage loans totaling 
$3,794,355 were accepted by the John 
Hanock Mutual Life in July, the farm 
loans to yield 5.11 percent and the city 
loans 5.78 percent. This makes a total 
of $26,279,165 farm and city loans by the 





John Hancock since Jan. 1. 








Veteran Journalist Closes Career 














lacob A. Jackson, veteran among life | the “Chicago Independent,” the consoli- 
surance journalists and publicists, died | dation becoming the “Life Insurance 
last week at the Montclair Hospital in| Independent.” That paper, later merged 
lontclair, N. J., his home city, after a] into the “Insurance Salesman,” was 
rolor ged illness, at the age of 82. Mr.}| moved to New York and Mr. Jackson 
lacks was one of the outstanding | directed its affairs until 1902, when he 
gures in this branch of the business a| retired from the publication field to 
quarter of a century ago and was known] make a company connection. He be- 
throughout the country as author, lec- | came editor of publications and instruc- 
turer and publicist. He had a broad|tor of agents for the Mutual Life of 
ile insurance career, both in agency,| New York, heading up that company’s 
me ofhce and publicity branches.| work at the critical time of the Arm- 
Over 36 years of his life were spent in| strong investigation. It was Mr. Jack- 
fe insurance work and he endeared | son who was author of the bulk of the 
mseli to those with whom he came in| publicity matter given out by the com- 


t for his delightful personality. A 
ig gentleman in appearance, much 
“¢ the typical southern gentleman of 

rations ago, he carried out this 
terization in life. 





Long in Business 
Mr. Jackson was an Ohioan by birth, 
en ere in 1848 and graduating from 
.o 6 Wesleyan University in 1870. 
After a short career in teaching and 
. gal practice, being admitted to the bar, 
> became interested in life insurance, 
t the side and later as general 
agent tor the Provident Life & Trust in 
“Wa. the latter connection was made 
. 1893 In 1900, his journalistic ambi- 
NS aroused, he founded the “American 

Life Insurance” at Des 


Journal of 
Moines > . 
umes, Later he combined this with 





pany in its campaign to overcome the 


reaction in 1906. 
Noted Author 


More recently, Mr. Jackson has been 
active as a general author and lecturer 
on life insurance. ‘His most_important 
work was “Easy Lessons in Life Insur- 
ance,” one of the basic books on the 
sales side of the business. He was also 
author of the life insurance section of 
the Encyclopoedia Britannica. Mr. Jack- 
son was forced from active duty by his 
health some years ago and in the past 
few years has been living in Montclair 
on a pension from the Mutual Life. He 
is still well remembered by the life in- 
surance fraternity and his passing is 
a source of keen regret to life insurance 








E DITION 


NYNL Fieldmen 
know that a 
strong link of 
helpful service 
binds them to 


their Home 
Office 


WANT you to know,’ 
declares a general 
agent who has been with 
NWNL only a few months in 

letter to the Home Office, 
“that during the ten years | 
have been in the life insur- 
ance business I have never 
known of a Company that 
extended the same _ helpful 
co-operation to the Field- 
man that [ have been the re- 
cipient of at the hands of 
Northwestern National. If 
an Agent cannot succeed 
with such a Company, the 
fault, I believe, rests with 
the Agent and not with the 
Company.” 


66 





66 _ 
Tn ten years experience, 
never such co-operation.” 


from an unsolicited letter 


Such expressions of satis 


faction from Agents who 
have “found themselves” 


with NWNL are not received 
daily, or even once a week. 
But they come often enough 
to prove that there is a bond 
between NWNL Fieldmen 
and their Company which 
cannot be rightly illustrated 
with ink and paper 


Analyzed into its parts, 
this bond would resolve it- 
self into ten elements of su- 
perior equipment offered 
Fieldmen by NWNL, which 
are listed below. 





1. Non-Medical Privileges 
2. Substandard Service 

3. Group Insurance 

4. Salary Savings 

>. Low Ratio of Rejection 
Liberal Disability Clause 





NYNL’s Ten Points of Superior Service: 


10. Policyholders’ 


Age limits from birth to 65 
years 
8. Participating and Non-Par- 
ticipating Insurance 
9. Mail Advertising service 
Health Serv- 


ice j 











men and editors, alike. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD, pacswent 
STRONG~ Minneapolis Minn. ~ LIBERAL 
MORE THAN $300,090,0099 OF INSURANCE IN FORGE 
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WISHERS 
and 


WOULDERS 


Even grown-ups sometimes get the 
“wishing habit”, a weakness sup- 
posed to be for youth only. 


The difficulty is that while the 
“wishers” of life are building 
their dream castles in Spain, 
the “woulders” are up and do- 
ing, building their Castles of 
much more permanent brick 
and mortar. 


Successful men know this 


They are the “‘Woulders’’ 


Che Prudential 


Insurance Company of America 





EDWARD D. DUFFIELD, President 


Home Office - Newark, New Jersey 











Finds Air Cover 
Method Wrong 


(CONTINUED FROM PAGE 3) 


from its sister industries, especially the 
railway and the steamship. 


Must Rate Extra Hazard 


“Not all individuals connected with 
either of these industries are insured on 
the same basis. They are classified ac- 
cording to their duties, and a rating 
commensurate with the extra hazard is 
placed thereon. This extra premium is 
accepted today more or less without 
question. It should be remembered, 
however, that these extra premiums 
were not charged from the very begin- 
ning, but on the contrary, the old trial 
and error methods were used before ex- 
perience. 

“First, we must devise some definite 
system based on a logical classification 
and apply an extra premium or no extra 
premium, as the case may be, to each 
subdivision of this classification. Then 
we must subject each application to this 
system. We may of course find our ex- 
tra premiums in some cases a little too 
high and in others too low, but if we 
continue steadfastly along this line, I 
believe by the law of averages alone we 
shall eventually evolve a sound system 
of aeronautics underwriting. 


Advises Two Groups 


“The first step in underwriting is to 
divide the industry into two great divi- 
sions, namely the passenger on the one 
hand and the participating individual on 
the other. It is in the second group that 
we really face our underwriting difficul- 
ties. At the present writing I believe 
there is hardly an applicant in this divi- 
sion who should not carry some extra 
premium, large or small. 

“It has been the practice of our com- 
panies to charge extra premiums based 
on the number of flights per year or 
upon the information as to the type 
of plane and the type of pilot flying the 
plane in which the applicant is to ride. 
Certainly this is a foolish and unsound 
practice. 

“Another unsound practice is that of 
charging extra premiums depending on 
the terrain over which the applicant may 
fly. This practice indicates a lack of air- 
mindedness. It is impossible to confine 
your applicant to the terrain over which 
he may fly. It seems to me that the 
underwriting principle here must be as 
broad as the flying radius. 

Industry Not All Flying 


“We must divorce ourselves from the 
idea that the aviation industry is an in- 
dustry of the air, for it is not. Actual 
flying constitutes approximately 10 per- 
cent of the activity. More and more 
every day we learn that flying is only 
the end result of a huge and carefully 
organized ground activity. 

“After we have placed the applicant in 
one of the two great divisions above 
stated, we next must find his proper 
place in the field of aeronautics. And 
we find that there are only three fields. 
He must either belong in the military, 
commercial or research field. And lastly 





we must classify him as to whether he 
is a pilot, a passenger or a ground man. 
From here on he is more minutely class- } 
ified according to his occupation or rea-! 
son for flying.” 

We need never fear the day, Dr. Smith 
says, when the heavens will be black- 
ened by aircraft as our motor roads are 
blackened by automobiles. In the first 
place, he says, every individual is not 
temperamentally or physically fit to fly. 
As licensing agencies tighten regulations 
they will materially cut down the num- 
ber of persons who will fly and own 
planes. In the second place the private 
use of the airplane by the individual as 
he uses the automobile is too expensive. 
And thirdly, it is expensive to learn 
to fly, and flying is so different from 
driving that it will always require 
teaching. 
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Halted By Wri 
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cash values. As a matter of fact, » 
loans to pay premiums are permitte 

“This association sent a fellow t 
me who asked how much we would ¢ 
for their organization to stop it for 
operating against us. He said we 
to be glad to buy it at almost any ,; 
to stop their activities and he also x 
we could carry on this organiza 
and thus convert disgruntled pol 
holders through it without their k 
ing that we were behind it.” 

Novel Coupon Idea 


One feature of the policyholder 
sociation, Mr. Pearson said, was 
sending of a 10-coupon book to 
person who inquired. The idea h 
was that the coupons would bh 
tributed to other M. W. A. policyh 
ers, who were supposed to fill then 
giving information about their poli 
and to send $3 for the confidential 
formation which the association was pr 
pared to give. 

According to Mr. Pearson the orig 
policyholder received 50 cents for ¢a 
one of these coupons which was r 
ceived so that if all came back he x 
$5 and showed a $2 profit over expens 
Thus the association worked an ¢ 
less chain plan by which it was ho; 
to get in touch with all Modern \W 
men policyholders in a short time. \ 
Pearson said this was a scheme to ma} 
money without regard for the best 
terests of Woodmen policyholders. 


Starts Another School 


The Pearson organization is startin: 
another school of instruction for sale: 
men next Tuesday to last three day: 
It will be held in the “Gold Room” 
the Congress hotel. A fifth school y 
start Aug. 29 and run until the end 
the month. 

According to Mr. Pearson he has 1, 
men busy over the country convertin 
M. W. A. contracts on adequate ba: 
and business is coming in at the rate 
$2,000,000 or $3,000,000 a day. 


Wage “Dog Days” Campaign 
to End Business Slum 


Agents of the National Life, U. § 
are in the midst of a “Dog Days” ca: 
paign to continue the remainder 
August in an effort to overcome 
usual summer business slump. Su 
stantial increase in production over ' 
same period in August, 1928, is 
ported by the home office. 

“A careful study of sales statistics 
their underlying factors in life 
ance and other business convinces 
that the conditions to which a so-cal 
summer slump is attributed exists « 
in our minds as individuals,” Robert ! 
Lay, president, and Walter E. We 
vice-president, stated in their annou 
ment. “Twenty-four different industr 
reached their peak business during t 
summer months and 44 lines of ind 
tries are doing normal to 28 perc 
better than normal business. Convince 
that every National Life, U. S. A.. f 
man can equal in August his best rec 
for any other month of the year. ! 
company has devised the ‘Dog Da 
drive to focus attention on this mont 
possibilities and once and for all dis 
the myth of the old fashioned sum: 
letdown.” 

The “Dog Days” campaign wil! 
punctuated by several regional conv¢ 
tions near the end of August, one i 
300k Cadillac hotel, Detroit, Aug 
20; another in Hot Springs, Ark., A» 
25-27, and a third meeting to be held 
Portland, Ore., early in September 


Mutual Life Meeting Date Set 


The Quarter Million Club convent 
of the Mutual Life of Canada will ® 
held at Banff Springs Hotel, Ba" 
Alta., Sept. 9-11. 
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Prosperity Rules Business 
in United States Today | 
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ct ground, though uncertainty was still the 
‘Mitte keynote. Wheat had recovered its dis- | 
rw t is losses, but was still not up to 
ould g evious year. Now wheat is sell- 
f ing ll above last year, the crop out- 
WE Oug look is excellent in the main, the crop 
ANY py losses which have pointed to higher 
also s rices being chiefly in Canada, and 
aniz igriculture is one of the most bullish 
lp factors in the picture of the whole. 
ir } Although the higher price of wheat 
calts many growers to throw their 
roduct on the market, resulting in a 
lower price, yet the farmers feel fairly 
rf good over the situation. 
Was 
to Business Generally 
1 he s Good for Seven Months 
1; we Other units of the business and indus- 
a trial world have followed generally in 
a the path of the steel business, passing 
ns through seven months of good business, 
ois several branches which have been in the 
wae throes of depression not recovering 
e their former states of prosperity, but at 


8 least stepping out of the doldrums. The 











* ; textile industries in particular have 
shown a sharp unturn, the mid-year 
= = reports for them as a whole showing an 
de | - " 
an increase in net profits of over 100 per- 
ait € . ore 
me cent as compared with last year. The 

Wo. aggregate is not great, so that this does 
 % not affect the structure as a whole, but 
in it is significant of itself and particularly 
bes helpful to those contacting with textile 
es men. The grand total of semi-annual 

reports, as analyzed by the National 
City Bank of New York, shows an in- 
startin: crease in profits for the half year of 
r sal nearly 24 percent, which should offer 
e da some encouragement to those following 
om” such clients for business. 
ool w The chief object of study in the busi- 
end ness world today is the credit situation, 
money and credit being the cause of no 
as 1, small worry among bankers and busi- 
verting 
e bas 
rate ' — er aicnaniids 
SALARY GUARANTEE 
Supervisor Wanted for Southern 
algn Georgia, Alabama and Florida 
lump This job calls for a man that 
can supervise a General 

S Agency on a Commission 
” ¢ Basis, but with a Definite 
ler Guarantee per month. 

2 Please be assured that all com- 
er t munications, personal records, and 
is f references will be treated as abso- 

lute ly confidential. 

ns Beerman-Pope, Inc. | 
po General Agent 


50 Associates Bldg. 
Jacksonville, Fla. 
Phones: 3-0878—5-6693 











ness forecasters. The former have at 
stake their future profits if not welfare. 
The latter have met a stumbling block 
to accuracy which is of unprecedented 
proportions. For today the stock mar- 
ket is in the throes of one of the great- 
est periods of activity on record, the 
usual summer lull having been cast to 
the winds and new record peaks being 
recorded in many shares—even though 
money is constantly standing at rates 
which ordinarily would point to a crash. 
The forecasters believe that this cannot 
remain permanently, despite the wishes 
of brokerage houses, for it is resulting 
in an increasingly inflated money mar- 


ket. 


No One Can Forecast 
the Deflation Period 


The stock market is at a peak which 
many believe is not justified, either on 
the basis of present or possible future 
earnings and deflation is seen by them 
as the only solution. When this will be, 


| if at all, is the question which no one 


has as yet hazarded a decided opinion, 
but it is felt that business and finance 
will both weather the autumn market 
now and possibly go into winter with- 
out change. The demand for credit to 
move the crops may be a deterring 
factor and foreign money movements 
may become of more than passing im- 
portance, but this is a problem so vague 
and so long held in abeyance that its 
future is merely basis for caution. In- 
surance has no reason to look askanc« 
at the immediate future, but rather 
should profit by the current earnings 
reports, though any definite future 
trend downward might give cause for 
some apprehension—the apprehension 
which was felt justified earlier in the 
year, though somewhat dismissed now. 


[The market broke the latter part of 
" 


| last week, causing a sharp decline in 


prices of some securities and especially 
the utilities group and some of the more 
speculative enterprises. Whether this is 


' an indication of a more feverish market 


remains to be seen. These flurries un- 
doubtedly will take place now and then 
especially if the Federal Reserve tinkers 
with the discount rate. 





Takes Out Group Policy 

The Equitable Casualty & Surety of 
New York City has adopted a group 
life insurance program providing the 
employes with protection totaling $350,- 
000. The insurance is now effective un- 
der a contract made with the Metro- 
politan Life. 

The benefits established, without cost 
to the personnel, range from $1,000 to 
$2,000 for general employes and for de- 
partment heads and executives from 
$2,000 to $5,000. 

Included in the contract is a total and 
permanent disability clause which guar- 
antees to any employe becoming so dis- 
abled before age 60 the full amount of 
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The Pyramid 
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Company of 
Missouri 


Offers the Old Fashioned 
General Agents contract 
which made the old time 
general agents rich. 

Agency openings in Mis- 
souri, Texas, Kansas, 


Arkansas, Oklahoma, 
Iowa and Illinois. 
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Lack of Uniformity Is Dangerous 


Mvucn thought is being given by life in- 
surance attorneys to the problem of desig- 
nating a trustee as beneficiary and of as- 
signing life policies to hankers and others 
who lend money, because of the great lack 
of 
which 


uniformity in policies and_ practices 


makes application of a standard 
method impracticable in an individual case. 
The 
at length by 


for the 


subject recently has been considered 
BENJAMIN L. HOLLAND, at- 
PHOENIX) Murua, 
discussion before the 
ence of the Association or Lire INSUR- 
ANCE COUNSEL, and Autert H,. Yost, 
PHOENIX MUTUAL, in an 
company’s 


torney in his 


semi-annual confer- 


by 
for the 
to the representa- 
tives at a recent educational conference. 

Life insurance men may be surprised 
to learn that a simple assignment of a 


counsel 
address. 


policy to a banker to cover a loan may 
absolutely no interest in 
the value or proceeds. Mr. Hol- 
land points out that contrary to the 
popular notion that the insured who has 


give the banker 
cash 


reserved the right to change beneficiary 
is sole owner of the policy as long as he 
lives, legal in many 
have failed to uphold this point of view. 

He says that when an insured assigns 
“all his rights, title and interest in the 
in favor of a creditor, 
that a 
designated, 
substitute 


decisions states 


ignoring 
previously 


policy” 

the fact 
has been 
not 


beneficiary 
action does 
necessarily the 
automatically for the original beneficiary, 
in many does it modify the 
interests of the beneficiary to the ex- 
tent of the amount of the debt. 

He the whether 
signing his rights, such as those of tak- 
ing the cash value, of making policy 
loans and of receiving dividends, he also 
the right to change the 
or whether in fact he by 
and intention actually ac- 


this 
creditor 


nor cases 


raises issue in as- 


assigns bene- 


ficiary, has 


implication 


in 
all 


in 


complished a change of beneficiary 
favor creditor. These are 
which are raised 
courts of law and although companies 
are not vitally interested in the ques- 
nevertheless as a part of the serv- 
ice they render and for the welfare of 
the business they should study the mat- 
ter and evolve a fool-proof method. 
Mr. Ho__anp suggests that companies in- 


of his 


points, he says, 


tion, 


clude in their policies a provision stip- 
ulating that when the insured has re- 
served the right to change beneficiary he 
shall have the right to make an abso- 
lute assignment of the policy and the 
beneficiary’s interest shall be bound by 
such assignment. : 

Growth of the life insurance trust idea 
siinilarly it difficult for life in- 
men to prescribe a method that 
will hold water, Mr. Yost says. 


has made 
surance 
Trust agree- 
ments differ widely, some being assign- 
ments and others not; some being rev- 
ocable and irrevocable. In 
the retains wide control 
over his policies during his lifetime and 
in others his control is limited to speci- 
fied options. 

With all these differences, 
is practically 


others 


some insured 


he says, it 
impossible to decide in a 
particular case what form of transfer in- 
strument should be used in making the 
policy payable under a trust agreement 
unless the agent has both contracts be- 
fore him. The two contracts must har- 
the transfer instruments 
must accomplish the purpose in view. 
Again lack of uniformity 
Life 

so 


monize and 
in forms and 
insurance con- 
they must be 
treated individually. Leading life under- 
writers and the trust of the 
AMERICAN SANKERS ASSOCIATION are 


methods is found. 


tracts differ widely 


section 


working splendidly in harmony on_ these 


problems. 


Dictator Has Flown the Coop 


THESE days we receive a number of 
letters signed with a rubber stamp or by 
some with a notation, “Die- 
tated but not read,” or “Left the office 


We are not a detective 


secretary 


before reading.” 


but it occurs to us that the dictator must 
be out on the golf field, may be string- 
ing together some choice classical pro- 
fanity im a sand trap, or elsewhere far 
from his office duties. 


No Easy Job Is Long Held 


No job worth while is an easy one. If 
it is easy, then it is very difficult to hold 
because there are thousands of people 
looking for an easier job than they al- 


ready possess. The man who has a diffi- 
cult position and fills it well is very likely 
to maintain it. The hard job, well done, 
is easiest to hold. 








| 
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PERSONAL SIDE OF BUSINESS - 











Charles B. Stumes of Stumes & Loeb, 
general agents for the Penn Mutual in 
Chicago, suffered a painful injury last 
week when he slipped and fell down a 
flight of stairs in a ravine on the golf 
course of the Lake Shore club. His 
foot caught on one of the steps and he 
pitched forward head first, landing on 
his left shoulder with great force. His 
shoulder was dislocated and_ several 
bones were splintered. Mr. Stumes was 
playing with John Dingle, general agent 
of the Massachusetts Mutual, and Har- 
old Hayward and Robert Baldwin of 
Stumes & Loeb. He went to the High- 
land Park hospital and is expected to be 
able to leave in a few days. 

The first unit of the Brown Memorial 
Foundation Home for Aged Persons at 
Abilene, Kan., built from funds donated 
by C. L. Brown, president of the United 
Life of Salina and the United Trust 
Company of Abilene, was dedicated last 
week, with Senator Henry J. Allen as 
the principal speaker. Within a few 
years Mr. Brown hopes to see the com- 
pletion of additional buildings to house 
orphan boys and girls, abnormal chil- 
dren and schools for all, 


Sam W. Carothers, branch manager of 
the California State Life at Dallas, Tex., 
has returned to his home following the 
tragic death of his wife at San Diego 
the latter part of July. Mrs. Carothers 
and her daughter were driving on the 
widest boulevard in the city when an- 
other automobile tore along at reckless 
speed, having crossed to the wrong side 
of the street in dodging another car. In 
the collision Mrs. Carothers was killed 
and her daughter was so seriously in- 
jured that her life was despaired of for 
a number of days. Mr. Carothers rushed 
to San Diego where the funeral of his 
wife was held. He then went to the 
home office at Sacramento, returning to 
San Diego to remain with his daughter 
for a short time before returning to 
Dallas. 


A. W. Wright, manager for the Salt 
Lake City division of the Columbian Na- 
tional Life, is at his home again where 
he is recuperating from a serious auto- 
mobile accident in Carbon county. He 
was in the hospital at Price, Utah, for 
a few days. 


William N. Stebbins, superintendent 
of the claim department of the Man- 
hattan Life, recently celebrated the 60th 
anniversary of his connection with the 
company. Mr. Stebbins started with the 
company 60 years ago as an office boy 
and has since worked in every depart- 
ment in the home office, now heading 
the claim department. 


Frank Pennell, New York general 
agent for the State Mutual Life of 
Massachusetts, returned last week from 
a long -and successful fishing trip in 
northern Maine. Mr. Pennell, who has 
been bagging the big ones down in New 
York along life insurance lines, was a 
prolific producer in the salmon fields to 
the north, his total catch being 126—or 
1,250, according to which report one 
would believe. 


J. Elliott Hall, New York general 
agent for the Penn Mutual Life, has 
achieved one of his life ambitions in the 
purchase of a large farm not far from 
New York, over which he can preside 
as gentleman farmer, in addition to 
directing the affairs of his huge $40,000,- 
000 agency. He recently purchased the 
Packard estate at Morristown, N. J., and 
is there presiding over a menage in 
striking contrast from his large agency 
organization—instead of a large staff of 
industrious agents, he has 1,000 chick- 
ens, 8 cows, 7 horses, 12 pigs, geese, 
ducks, guinea pigs, cats, dogs, parrots, 
wheelbarrows and all the miscellany 


the attention of seve 
Hall’s keen mind, 

J. E. Ernsberger, agency supervisor 

the Beers & DeLong — of the My. 
tual Benefit in New York City, die 
after a long illness. Mr. Ernsherge 
was one of the old Mutual Benefit me; 
having been with the office since 191 
first under L. A. Cerf and later with 
Sears & DeLong. He was well knoy 
among New York life underwriters 


which demands 
farm aids and Mr. 


Dr. Louis L. Dublin, statistician of tly 
Metropolitan Life, was last week elected 
chairman of the executive committee o 
population, which is to aid the Depart. 
ment of Commerce in drawing up plans 
for the census next year. 


The Fidelity Mutual Life has an. 
nounced that during July, C. L. Gregg 
of Topeka ranked first of all the agents 
in the amount of cash premiums paid 
in. The company operates in 41 stile 
and for a Kansas agent to rank at the 
top of any company is regarded as ex- 
ceptional. Mr. Gregg has been with the 
Fidelity ever since it opened its Topeka 
office. He district manager and is 
also secretary of the Topeka Associatior 
of Life Underwriters. 


is 


Agents of the Provident Life & Ac. 
cident met in convention in Toronto last 
week. <A message of greeting from 
President Hoover was conveyed by Col. 
R. A. Phillips at the opening. Welcome 
to (Canada was extended by R. Leighton 
Foster, Ontario superintendent of insur- 
ance, and T. G. McConkey, general 
manager of the Canada Life. 


Ellsworth H. Marshall, superintendent 
of agencies for the American Life oi 
Detroit, is receiving congratulations on 
the birth of a son. 


Ormand H..Palmer, for 22 years con- 
nected with the policyholders’ service 
department of the State Life at Indian- 

apolis, was given a surprise luncheon in 
the home office Monday on the occasion 
of his eightieth birthday. President 
Charles F. Coffin made a short talk com- 
plimenting Mr. Palmer on his service 
and Albert Sahm read an original poet 


Fred C. Stagg, arety appointed gen- 
eral agent for the Manhattan Life in 
Chicago, has had a rapid rise in life in 
surance. Two years ago he owned 4 
department store in Park Ridge, Ill. 
where he had been a business man for 
25 years. Then he became general agent 
for the Illinois Life there, and in 1 
months had built his agency to almost 
$1,000,000 a year production. He was 
selling at the rate of $350,000 himsell, 
and had 25 full time agents. Mr. Stagg 
takes over eight full time agents at the 
Manhattan’s Chicago office, and he has 
planned to expand the force to 25 dur- 
ing the next year and confidently ex 
pects at least $2,000,000 production 

John P. Briscoe, a representative © 
the Maryland Life in West Virgina, 
recently sent into the home office five 
applications on the lives of five sisters 
for $5,000 each. These policies were 20- 
payment life, and go to show, as agi - 
Superintendent Clabaugh said, “the gir Is 
are buying insurance these days as we! 
as their brothers.” 


Charles G. Taylor, retired busines 
man of Richmond, Va., who died at hs 
home in that city Aug. 9 in his a 
year, was the father of Charles G. Tay- 
lor, Jr., actuary and assistant manager 
of the Association of Life Insurance 
Presidents. Three other sons are als0 
in the insurance business. They are: 
James Q. Taylor, chief underwriter o 
the Northwestern National Life of Min 
neapolis; George G. Taylor, special rep- 
resentative at Richmond for the aan al 





Life of New York, and Herbert C. Tay- 
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ir, stat very dirty so that it was very hard to 
ew York for Virginia. Another son, | see an object very far below the sur- 
piifford D. Taylor, was formerly con-| face. However the friend felt about 
B cted with the Richmond office of the with a paddle, hit Mr. Jones’ head and 
{utual I ife of New York, but is now | evidently roused him enough so that he 
f seve cated in Oakland, Cal., in another line | made an effort to get to the shore. He 
und, ii business. was finally rescued but it took an hour 
4) — and a half to restore him to conscious- 
Visor in B Commissioner Joseph Button of Vir- | MSs. 
he My pnia, secretary and wheel horse of the “> 
y. dic Kational Convention of Insurance Com- F. H. Brown of the Des Moines 
Sverge Missioners, has been spending his vaca-| agency of the Missouri State Life has 
4t men, Bion on his farm in Appomattox county. | an unbroken record of consecutive pro- 
© 194, Bitriends of the commissioner will be | duction of at least one application per 
Tr Wi pleased to know that he has finally re-| week for the last two years. L. 
know oF wered from the effects of an illness | Vogel, also of the Des Moines agency, 
Ps with which he was stricken a month or] has a record of one application a week 
bo ago ata meeting of the commission- | for 86 consecutive weeks. 
1 ort ers in Chicago. He was under the care — 
ect pi a doctor for some time after return- George M. Buck, second vice- president 
—s ing home. of the Central Life of Iowa, has just re- 
— —_ turned from an inspection trip of agen- 
dh ines | E. E. Nelson, representative of the] cies in Kansas City, Oklahoma City, 
a hur J. Hill agency of the State Life | Littlke Rock, Memphis and St. Louis. 
Indiana at Madera, Cal., holds what — 
Grogs i clair med it be b.. — _ oie ae W. H. McBride of Nashville, actuary 
agen, ee OF : pm a ., = ‘~~ a of the National Life & Accident, is 
s paid mapa Ot Rt ge weongeon 2 ae gis os wearing new laurels because he has be- 
states Mar or goed wa a eee ae come a grandfather. John Smilie Mor- 
t the — } eed his an 1 + ry “'t- | rell, Jr.. recently arrived, Mrs. Morrell 
as eg nee ae ee De ee i being Mir. MeBeids's Gaughte. 
X Bihan $3,000,000 State Life business in ee 
sake Force. sinws rn ee re gry 14 Lester F. Weatherwax, supervisor of 
wl os “So f _— saa i _ oe the John Hancock Mutual Life at Wich- 
at OSES. 2S far in 1929 he has | ita, Kan., and well known civic leader, 
proken his previous records, writing ae} was elected president of the Wichita 
proximately $500,000, with a goal of} <-hool board last week, following two 
& Ac. $750,000 for the year. years’ service as member of the board. 
to last ve . » Phoe- a 
from :< hide yn Se Se Henry Clabaugh of Baltimore, son of 
y Col Bieceiving congratulations over the birth Superintendent of Agents Charles Cla- 
come i); a daughter this week. Mr. Peterson | >248h of the Maryland Life, and Wil- 
ighton PG; president of the San Francisco Gen- | liam Jacobs won the junior double title | 
insur. Beral Agents & Managers Club and im-| ™ the western junior and boys’ tennis 
eneral B juediate past president of the San Fran- | turmament at Delafield, Wis. 
tisco Life Underwriters Association. a : 
nie | Howard W. Perrin, member of the 
nident Morgan Jones, Chicago manager of | board of trustees of the Penn Mutual 
ite Ol B the Pan-American Life, relates in the | Life, and on its agency committee, died 
ns on § “Pan-American Life Review” his nar- | in Vermont Aug. 10. He was 63, and 
row escape from death in Lake Mich- | had been prominent in the Pennsylvania 
jgan at Chicago a short time ago. He | coal industry, e was vice-president of 
* Con- Havent in a canoe with a friend and when | the Susquehanna Collieries Company and 
ervice 950 yards from shore the boat over- | anthracite sales manager of the M. A. 
idian- B@urned, as the lake was very rough. | Hanna Company for Philadelphia. Mr. 
‘on it B The friend stayed with the canoe keep- | Perrin was one of the leading figures in 
‘asion Bing the paddles together and Mr. Jones | the golf world. He had been president 
sident Bistarted to swim to shore. As he was | in turn of the Philadelphia Golf Asso- 
com- Baabout 10 feet from the piling he was | ciation, the Pennsylvania Golf Associa- 
vice Bieized with abdominal cramps. He | tion, and the United States Golf As- 
oem. Bisank to the bottom. The water was sociation. 
ge! $$ —__—_— ——$$—$_<—$_—_ —_————————————— 
le 1 
ef LIFE AGENCY CHANGES 
ed a Sn a 
Ill 
1 for B McAFEE GOES TO CHARLOTTE | manager and in January, 1911, was made 
gent manager. 
e » BP Mutual Life of New York Transfers eS de 
nost J . nl John J. Sutton 
was Nashville Organization to North ga = ; : — 
reall F : John J. Sutton has been appointec 
mn Carolina Territory general agent for the Manhattan Life at 
the S eerie ’ Utica, N. Y. Mr. Sutton is a young 
nae The Mutual Life of New York has | man, only 32 years old, but he has made 
dur- Bpe?Pointed Stanley K. McAfee of Morris- | an excellent record, both as a personal 
ex: Bown, ~Tenn., manager in Charlotte, | producer of life insurance and in busi- 





C., to succeed Milton McIntosh, who 



















has resigned. Mr. McAfee’s territory 
e of will be the entire state of North Caro- 
" fina with he adquarters in the company’s 

pres ent office in the Johnston building, 
1s E2 South Tryon street, Charlotte. 

20- fe. Mr. Mcfee joined the Mutual Life 
ney Tces in Nashville in April, 1923, after 
virls pe’ Years of traveling in Tennessee and 
well Porth Carolina as salesman for a whole- 

Bale grocery concern. 

_fach year since his connection with 
ress. eee’ Nashville agency he has qualified for 
his prember ship in the company’s $250,000 
30th Field C! 1b, and he appeared among the 
av: Pec™Pany’s 50 leaders in number of lives 
ger ue for the years 1923-1927. In 
nee Pe oUary, 1928, he became agency organ- 
Iso “er in the Nashville agency. 
aoe , Milton McIntosh, who is retiring, has 
of phad a long and active career. He be- 
fin os ass ciated with the company in 
ep- he ne 1900, as a soliciting agent, first 
ual fying in Columbia. In 1903 he re- 
oat = to Wilmington, N. C. In Janu- 
, ‘ 1909, he was appointed district 














He was with Armour & Co. for 
years at Utica and New York. He 
was also in educational work, teaching 
at Newton, N. J., after his graduation 
from Rutgers. 


ness. 
five 


A. B. Bradham 


A. B. Bradham, a member of the Mon- 
tana agency of the National Life of Ver- 
mont since 1925, has been appointed act- 
ing state agent to succeed the late Fran- 


cis E, Keller. Mr. Bradham comes from 
South Carolina, being engaged in dif- 
ferent business enterprises. He was 


sales manager for the Southern Whole- 
sale Company in Sumter, S. C., when he 
moevd to Montana to become associated 
with Mr. Keller. 


Anthony J. Barrett 


Anthony J. Barrett has been appointed 
general agent of the Minnesota Mutual 
for the District of Columbia, He re- 
cently retired as president of St. Emma’s 





college, an industrial, agricultural and 
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Biloxi 
und! 





To loll at ease on the attractive lawn of the Edge- 
water Gulf Hotel, at Biloxi, gazing out upon the rolling 
waters of the Mississippi Sound and beyond, toward the 
historic Gulf of Mexico—that will be the welcome relax- 
ation afforded to members of the American Central Field 
Club during their well-earned vacation next January. 


Producers of an exceptional volume of good new 
insurance and renewers of a highly commendable por- 
tion of the previous year’s business, these men will have 
won for themselves ranking as the Company’s best—for 
membership in its exclusive Field Club is the highest 
honor which the American Central can bestow upon its 


fieldmen. 


CEZDENS 


Just one of the many reasons why American Central 
representatives are happy and successful. 
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FAMOUS doctor said, 


“Many of the people 
who want me to diag- 
nose and treat their ailments are 
more impressed by some scien- 
tific medical apparatus than by 
plain, common sense advice, And 
they are more willing to follow 
orders faithfully if given some 
special office treatment. 





“Recently a man I know well 
came in looking haggard. I gave 
him a thorough physical ex- 
amination while inquiring about 
his living habits. The diagnosis 
was clear but the patient a prob- 
lem. If I had told him the simple 
truth that what he needed most 
to’ get back his health and 
strength was to slow down, sleep 
more, and get the proper amount 
of fresh air and exercise, he 
would have thought I did not 
the complications 
which were undermining his 
health. And if I had sent him a 
bill for such advice, he would 
have told his friends that I was 
a robber and not fit to practice 
medicine. 


understand 


“So I gave him a treatment with 
a scientific apparatus and wrote 
a simple prescription. At the 
same time I gave strict orders as 
to what he should eat and drink, 
how many hours he might work, 
how long he should remain in 
bed, and the amount of time he 
should devote to outdoor exer- 
cise. To make sure that he was 
following my orders concerning 
his living habits, I had him re- 
port once a week for further ob- 
servation and treatments. In a 
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few weeks he was well. He will 
tell you—and he believes it—that 
I am a great doctor. 


“Perhaps someone may say my 
methods with him were open to 
criticism. But it was my re- 
sponsibility to use every means 
within my power to bring him 
back to good health. Knowing 
my patients as I do, I know that 
many of them will not obey my 
orders for correct living habits if 
given without special treatment 
More than half of 
the people who consult me would 
not have to do so if they would 
learn and practice important 
rules of health. They expect me 
to cure them of physical ailments 
which they could easily have 
avoided.” 


or medicine. 


A majority of cases of physical 
let-down and distress are caused 
by careless or wilful violation of 
health rules. Bad eating habits, 
too little sleep and rest, lack of 
fresh air and exercise, worry, 
self pity are responsible for many 
cases of bad digestion, headaches, 
poor circulation, constipation, 
jumpy nerves, depression and 
run-down condition. 


The Metropolitan Life Insurance 
Company has had a booklet pre- 
pared by eminent health experts 
which tells simply and clearly the 
fundamental rules of intelligent 
living habits. A chapter or more 
is devoted to each one of eleven 
important rules of health under 
the headings Sleep and Rest, 
Fresh Air, Sunlight, Exercise, 
Cleanliness, Water, Food, Com- 
fortable Clothing, Work and 
Play, Good Posture and Good 
Mental Habits. 








Metropolitan Life Insurance Company, 1 Madison Avenue, New York, N. Y. 


Gentlemen :—Please mail free, without any obligation on my part, a copy 


| Booklet Department 8NU9. 
| 


Name 











BOD is cscxcinwsts sees eesti State 


of your booklet, “Health, Happiness and Long Life”. 
| 











METROPOLITAN LIFE INSURANCE COMPANY 


NEW YORK 


Biggest in the World, More Assets, More Policyholders, More Insurance in force, 
More new Insurance each year 





educational institution of Washington, 
D. At one time he was in charge 
of the new business department for the 
Merchants Bank & Trust Co. of Wash- 
ington. 





F. J. Durgin 


Succeeding Braden & Claridge, re- 
signed, the Peoria Life has appointed 
F. J. Durgin of Portland, Ore., formerly 
with the Fidelity Mutual, as Oregon 
manager. 





A. O. Mueller 


A. O. Mueller of Portland, Ore., en- 
gaged in local agency work for the past 
14 years, who recently affiliated with 
Pownall & Dunniway, has been ap- 
pointed general agent for the Lincoln 
National Life, with offices in the Wilcox 
building. 





A. E. Watwood 


A. E. Watwood, formerly with Occi- 
dental Life at San Jose, Cal., has been 
appointed manager at Portland, Ore., to 
succeed H. P. Gates. 





H. W. Klink 


The Terminal Insurance Company, 
which represents the Pan-American Life 
at Cleveland, announces the appoint- 
ment of H. W. Klink as agency super- 
visor. 


H. R. Partington 


The Western Empire Life of Winni- 
peg announces the appointment of H. R. 
Partington as manager for British Co- 
lumbia, succeeding F. W. Taylor, who 
was recently promoted to superintendent 
of agencies with headquarters in Win- 
nipeg. 





Mountain States Changes 


Addison, Smith & Lowe have been 
appointed Arizona general agents for the 
Mountain States Life of Hollywood, 
with headquarters in Phoenix. The com- 
pany has named Clarence Swenseid of 
Petersburg, N. D., general agent for the 
state, having recently been licensed there, 
and P. F. Dowling as field supervisor in 
northern California, with headquarters in 
San Francisco. R. L. Ingraham will 
continue as supervisor in southern Cali- 









fornia with headquarters in the 4 
office. Mr. Swenseid is secretary g 
Petersburg Land Company and ag 
ant cashier of the First National } 
there. 


R. S. A. Jackson, E. D. Taylo 


The Columbia Life of Vaneoy 
which recently secured a dominion cy 
ter and license, has appointed R, § 
Jackson, formerly of Duncan, B, ¢ 
its district manager at Victoria, B 
and E. D. Taylor as district manage 
East Kootenay, B. C. 

A. V. Zabriskie 

The Beneficial Life of Salt Lak, 
has appointed A. V. Zabriskie a 
Weber county branch manager. 
Zabriskie has had ten years exper 





SE 


















in the insurance business and js On 1 

known in Weber county. His | 

quarters will be in the First Na ; 

Bank building, Ogden, Utah. ing ¢ 
J. R. Ward P 


J. R. Ward, for the past year 
nected with the Albuquerque offic 
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the Union Central Life, has been ; 
pointed district manager at Rosy of 
N. M. 


W. L. Robert 


W. L. Robert of Thomasville, Ga.) 
been appointed general agent for § 
Maryland Life. Mr. Robert was § 
merly connected with the 
Health & Accident. His appointn 
effective as of Sept. 1. 


L. A. Frank 


L. A. Frank, formerly manager off 
63rd street agency of the Travelers 
Chicago, has been appointed age 
supervisor of the Continental Assura 
at its Chicago office. 








Life Agency Notes 


The Provident Mutual Life has 
pointed Ferd G. Speth as_district re 








sentative at Madison, Wis., work 
under A. A. Heald, state agent at @ 
waukee, 

John Chambers has been appoint 
agency supervisor for A. E. Liverm 


manager of the Home Life of New ¥ 
in Denver, Colo. Mr. Chambers was f 
merly an agent for the Provident Mu 








Life in Denver. 
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TO DELVE INTO TAX ISSUE 





Pennsylvania Federation Has Appointed 
a Committee to Make Investigation 
From the Insurance Standpoint 





PHILADELPHIA, Aug. 15.— Fol- 

lowing the presentation by Secretary- 
Manager Homer W. Teamer of a 
thorough treatise on insurance taxes, 
showing the vast amount of money 
used by the commonwealth from the 
insurance taxes, at the quarterly meet- 
ing of the board of the Insurance Fed- 
eration of Pennsylvania President W. H. 
Kingsley, following a motion to that 
effect, appointed a committee to delve 
into the tax situation and reach defi- 
nite conclusions and report back definite 
recommendations. 
The treasurer’s report showed the fed- 
eration to be in excellent financial shape 
and declared that the Allentown con- 
vention had cleared expenses. Secretary 
Teamer reported that 84 new members 
had been added during the past quarter. 
Mr. Teamer also reported on the latest 
in the situation on the gasoline tax bond 
and the situation in Pennsylvania as 
affected by the financial responsibility 
laws of New York and New Jersey. 





Present $750,000 in “Apps” 


Field Manager T. J. Mohan of the 
Eureka-Maryland Assurance was pre- 
sented with $250,000 in applications at a 








banquet given in his honor last week at 





Wilkes-Barre, Pa. Stephen C. Hartm 
general agent for the Wilkes-Barre@ 
trict, presided at the dinner, and 9 
sented the applications, which were 
result of a week’s production of 
Hartman agency, in honor of 
Mohan. 

The banquet was attended by |. 
Warfield, president, and A. W. Me 
secretary of the Eureka-Maryland, 
M. D. DeCustatis, field leader of 
agency. The agency pledged $1,009 
for the rest of August. 












To Take Over Fraternal 


The business of the Unity Life 
Accident Association, a fraternal t 
has operated in New York since } 
and whose name before 1928 was 
Unity Protective Association, will 
taken over by the Unity Life of 514 
cuse, N. Y., being organized by Will# 
F. Rafferty, Ernest R. Deming # 
others, Mr. Rafferty is president # 
Mr. Deming secretary of the asso 
tion. The new Unity Life is plan 
to have $200,000 capital and $100! 
surplus. The fraternal was reported 
have had certificates in force amount 
approximately to $5,300,000 at the 
of 1927. 
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Reed and Close in Contest 


C. R. Reed of New Castle, Pa., re? 
senting the Equitable Life of Iowa, 
June produced 51 applications 
$82,000. Not to be exceeded by ” 
record, I. L. Close of Pittsburgh ? 
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SELLING WITH 
SERVICE 


inion ty The starter’s gun spurts 
flame and half a dozen 
7 crouching forms spring 
into life. Steel spikes 
bite the cinders, legs 
drive like pistons. 
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i 2 } tape snaps before the im- 
ser. WER pact of a barrel-like chest. 
. x xe . . . 
ny: On the side-lines a faith- 
~* ful trainer leaps up exult- 
7 ing as his athlete wins. 
Perfect cooperation 
year — cooperation of 
=—= : trainer and athlete, 
Rose of nerves and mus- 


cles — makes 
possible _ suc- 
cess upon the 
cinder track. 

Commonwealth 
cordial coop- 
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duced 53 applications for $105,500 in 
July. Both of these men have outstand- 
| ing records in weekly consecutive pro- 
| duction, Mr. Reed having gone 379 
' weeks without missing, while Mr. Close 
has 349 consecutive weeks to his credit. 
They are members of the Pittsburgh 
agency of the Equitable under direction 
of Howard S. Sutphen general agency. 
The Pittsburgh agency has recently 
moved from the Smithfield building to 
more spacious quarters in the new Kop- 
pers building. 





McNulty Has Good Start 


John A. McNulty, manager of the 
Times Square ordinary agency of the 
Prudential in New York, is making an 
excellent record as a beginner in the 
general agency field. He reports a paid 
‘business of $500,000 in July, the third 
month of operation. His agency opened 
in May, starting from scratch, and he 
now has an aggressive unit which has 
put over $1,000,000 on the books in less 
than three months. The outlook for the 
rest of the year is bright and the agency 
is looking for a berth among the leaders 
shortly. 





Pennell Agency Leads 


| Frank Pennell, New York general 
agent of the State Mutual Life of Mas- 
sachusetts, finished July again in the 
lead of the entire State Mutual field or- 
ganization. This is the third month he 
has led the field this year and he is 
heading for annual leadership now. In 
July he paid for $512,500, an increase of 
$300,000 over July of last year. His 
business for the year to date is some 


$739,000 ahead of last year. 





Beats Year’s Record in Seven Months 


For the first seven months of this year 
the Baltimore office of the Aetna Life 
shows more paid-for insurance than in 
all of last year, according to Friend L. 
Wells, general agent. This record is in 
both volume of premiums and in the 
handicap competition of all the offices 
of the company, where the Wells agency 
stands in first place. 
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STATE BEATEN IN TAX SUIT 





Metropolitan Life Granted Permanent 
Injunction in Ohio 3 Percent 
Levy Case 





Permanent injunction against the in- 
surance superintendent and state treas- 
urer of Ohio was allowed the Metropoli- 
tan Life by Judge Scarlett in common 
pleas court at Columbus, restraining the 
officials from collecting more than 2% 
percent premium tax on foreign com- 
panies for the period Jan. 1, 1927, to 
May 24, 1927. Temporary injunction 
against collecting 3 percent tax for the 
remainder of that year was continued 
pending determination by the court of 
the amount of rremiums collected in 
1927. 

The Ohio legislature passed an act in 
May, 1927, increasing premium tax on 
foreign companies from 2% to 3 per- 
cent, the law going into effect May 24 
of that vear. Premium tax for 1927 
was payable in November, 1928, previous 
to which the Metropolitan instituted a 
test case in behalf of all other foreign 
companies and secured a temporary in- 
junction. The claim was that the law 
was unconstitutional because it was 
retroactive on premiums collected before 
the law was passed. 

Court order was issued requiring com- 
panies to pay the 2% percent tax on 
1927 premiums to the state treasurer, 
and to pay half of 1 percent to the Citi- 
zens Trust Companv of Columbus as 
trustee pending outcome of litigation. 
The law was held unconstitutional when 
the case went to trial as affecting tax on 
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Provident “Mutual 


Life Insurance Company of Philadelphia 





FOUNDED 1865 























It Doesn’t Matter 


which company is the largest, as long 
as we can adequately serve in a com- 
plete way both our policyholders and 
our representatives. 


A spirit of real cooperation toward our 
representatives is our belief and prac- 
tise—that is why the company and its 
agents are doing well. 


L. J. Dougherty, Vice-Pres. & Gen. Mgr. 


RK 


GUARANTY LIFE 
INSURANCE COMPANY 


DAVENPORT, IOWA 




















premiums in 1927 before the law was 
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Announcement 


We are happy to announce the appointment of 
MR. BOYCE A. THOMAS 


as chief Home Office representative, in charge of the 
Group Division of this office. 

Mr. Thomas has been with the Group Department 
of the Aetna Life Insurance Company for seven and one- 
half years, having served both in the field and at the 
Home Office. We believe that on the subject of Group 
Life Insurance and Group Disability Insurance, he is one 
of the best posted men in the country, and we are most 
happy to announce that his services are at the disposal 
of our policyholders and all agents and brokers. 

Mr. Thomas succeeds Mr. Robert J. Curry, who has 
been with us during the past four and one-half years, 
and has resigned to enter another line of work. 

Mr. Curry carries with him into his new connection 
our best wishes and the same high degree of regard and 
confidence which he has so well earned while being 


with us. 
S. T. WHATLEY 
General Agent 
ArETNA LIFE INSURANCE Co. 
Cuicaco, IL. 
August I, 1929. 
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passed but was considered valid follow- 
ing that date. This judgment was af- 
firmed on appeal. 

The Ohio legislature reconsidered its 
action in the spring of 1928, repealing 
the 1927 act and restoring the 2% per- 
cent rate. Tax on 1928 premiums will 
be due in November and it is expected 
that companies will pay 3 percent on 
premiums collected up to the latest 
enactment and 2% percent after that 
date. 


MICHIGAN PEORIA LIFE 
AGENTS GATHER AT LANSING 





Peoria Life agents from all over 
Michigan gathered in Lansing recently 
for a banquet session given primarily to 
honor Hugh E. Van de Walker of De- 
troit, state manager. Mr. Van de 
Walker, who maintained his headquar- 
ters for years in Ypsilanti but who 
recently transferred the state offices to 
Detroit, was presented with an album 
containing photos of all of the Peoria 
Life representatives in Michigan. Glen 
S. Kies, manager of the Lansing office, 
who won honors for leading the state in 
volume of business during the past year, 
was presented with a large photograph 
of Mr. Van de Walker. 

Thomas E. Rogers, Flint, district 
manager, presided as toastmaster and 
talks were given by A. L. Miller, Battle 
Creek, president of Federated Publica- 
tions, which operates three Michigan 
dailies; Paul A. Martin, publisher of the 
Lansing State Journal; and Frederick 
Goodrich, publisher of the Lansing Cap- 
ital News. 


PENNIWELL ADDRESSES MEN 
OF OSHKOSH DISTRICT STAFF 








Thirty agents attended the monthly 
conference of the Oshkosh district of 
the Mutual Life of New York at Por- 
tage, Wis., with L. E. Penniwell, gen- 
eral agent, presiding. Mr. Penniwell 
drew upon his quarter century’s expe- 


rience in life insurance to point the y 
to increased production. The Osh 
agency makes a practice of | trai; 
agents in modern sales methods » 
teaching them how to handle cases ; 
volving corporations, partnerships, , 
heritance taxes and so forth. The age 
is now holding a training school 
Briggsville, Wis., on the shore of L 


Mason. Class room work is being sy 
wiched in between fishing, swimy 
and golf. 





Move Indianapolis Office 

Offices of the central Indiana bra 
of the New York Life have becn m 
from the Traction Terminal buildj 
Indianapolis to the Guaranty buildy 
where more extensive space has 
secured. W. W. Harrison, avency 
rector, reports a very satisfactory 
crease in the agency’s business. 





“Don’t Worry Club” Meets 


W. Irving Moss, president of the 
troit Life, and Mike M. Moss, se 
vice-president, were the guests of ho 
at a special session of the “Don't Wo 
Club” of the Morris Fishman genet} 
agency of the company in Det 
Speakers at the meeting were M "| 
Fishman, W. I. and M. M. Mo s P za 
Korfman and Jerome C. Saltzstei n, 
ecutive vice- -president, and C. D. We 
ters, manager of the Union Indems 
office in Detroit. 





Agency 30 Percent Ahead 


In face of the struggle for busing 
this summer in Chicago territory 4 
Stumes & Loeb general agency of # 
Penn Mutual has forged 30 perc 
ahead of last year for the first s 
months. In the first half of 1929? 
agency wrote and paid for $7, S41 130 
business, compared with $5,765,542 é 
ing the same period last year. This 
the production of 23 full time men: 
of Charles B. Stumes and Arthor ! 





Loeb, general agents. 








IN THE MISSOURI VALLEY 

















Gems 
Grow With Us 


Our growth calls for additional man power. 


Men of ability, who are looking for larger 
opportunities, are invited to join our ranks 
and grow with us. 


General agent wanted at Dayton, Ohio. 


Dayton, Ohio, is a prosperous manufactur- 
ing and commercial city with a population of 
more than 150,000 located in the center of one 
of the country’s wealthiest farming com- 
munities. This territory offers a general 
agency with unusual opportunities. 


Desirable openings available in other terri- 
tory in Ohio, also in Illinois, Indiana, Iowa, 
Kansas, Kentucky, Michigan, Missouri, 
Nebraska, Pennsylvania, Tennessee, Texas 
and West Virginia. 


For information as to territory and details of con- 
. tract write— 





The Ohio National Life Insurance Co. 
Cincinnati, Ohio 
T. W. Appleby, President. 
E. E. Kirkpatrick, Supt. of Agencies 




















TO WIPE OUT TWISTING 





St. Louis Associations to Present Find- 
ings to Superintendent Thompson— 
Morton Heads Special Committee 


ST. LOUIS, Aug. 15.—A special com- 

mittee of seven insurance men repre- 
senting the St. Louis General Agents & 
Managers Association and the St. Louis 
Life Underwriters Association was ap- 
pointed recently to take steps to wipe 
out alleged twisting of life insurance 
and other unfair practices in the sale of 
insurance. 
Stratford Lee Morton, general agent 
for the Connecticut Mutual Life, is 
chairman of the special joint committee. 
The other members are: Allen May, 
general attorney Missouri State Life; 
J. DeWitt Mills, vice-president Conti- 
nental Life of Missouri; V. F. Larson, 
secretary Central States Life; G. Estes, 
Aetna Life; Hamilton Cook, New York 
Life, and Flavel Wright, Northwestern 
Mutual. 

It is probable the committee will hold 
a conference with Superintendent Joseph 
B. Thompson and attorneys for the in- 
surance department within the next 
week or 10 days. The committee has 
been conducting an investigation into 
the methods used by various agents and 
brokers in soliciting business in the St. 
Louis field and the results of this sur- 
vey will be presented to Superintendent 
Thompson. There has been some com- 
plaint that certain agents in soliciting 
applications for special policy forms 
have disturbed existing business. 

Missouri has a very rigid law against 
the twisting of insurance. The penalty 
for its violation is a fine not to ex- 
ceed $500 or imprisonment for 30 days 




















or both fine and imprisonment. 








INSURANCE DAY TO BE HE 












First Meeting of All Missouri Ins 
Interests on Oct. 8 at Jef- 















ferson City 
KANSAS GITY, MO., Aug. 15-Ta@ 
first annual Missouri Insurance 2 






will be held in Jefferson City Oct.§ 
was announced here today by oli 
of the Missouri and Kansas City A 
ciations of Insurance Agents. 

The idea of an annual insurance @ 
devoted to the discussion of insur 
problems and making for a closer bi 
mony between insurance mem and 
state department of insurance has 
growing for some time. About a me 
ago T. S. Ridge, Jr., president o 
Missouri association, sent out letters 
a large number of insurance met 
ascertain if they would be in terestet 
holding an insurance day and if 
thought it would benefit the busi 
The idea was very favorably recel 


Insurance Interests to Cooperate 


Different insurance interests ™ 
agreed to cooperate. Coming as t™ 
just after a partial settlement of the® 
insurance rate case, which has bet! 
the courts since 1921, the meeting," 
felt by most insurance men, W!’ 
much to reestablish the some® 
strained relations between the ms 
public, the state government and 
insurance companies. 

T. S. Ridge, Jr., Kansas City, will 
as general chairman. The exec 
committee in charge is composed 0 
Ridge; W. T. Grant, president ff 
Business Men's Assurance; 7 
Woodsmall, state agent of the Fire 
sociation; Charles M. Howell, —— 
Carl S. Lawton of Lawton-By* 
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x ‘Hotel Brevoort 


Madison St., East of La Salle 


CHICAGO 


Convenient proximity to Chi- 
cago’s financial and insurance 
districts is only one of the many 
advantages enjoyed by Brevoort 
guests. Here, at moderate prices, 
are cheery, well furnished rooms, 
faultless appointments, and 
service that anticipates your 
every need. 


Two and one-half blocks from 
the world’s busiest corner and 
the State Street shopping cen- 
ter; close to the _ principal 
theaters, depots, and all classes 
of transportation. The Brevoort 
restaurants are famous from 
coast to coast for quality of 
food and service. The garage 
extends special courtesies. At- 
tendants call for cars of arriving 
guests without extra charge. 
Room rates: One person, $3.00 
to $5.00 a day; two persons, $3.50 
to $8.00. 


E. N. MATHEWS, President 
R. E. KELLIHER, Manager 
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Sonate, Company, Toledo, Ohio. 
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A REAL OPPORTUNITY AT 
DAYTON, COLUMBUS AND 


SP 
—. PRINGFIELD, OHIO 


ted setacy ‘builder (9 for the oudiien of Maa- 
7 y, in strictest confidence te 
the AFSncy, Department, The Tolede Trav- 











LIFE INSURANCE 


Pruner, St. Louis; Paul Terry, manager 
of the Missouri Inspection Bureau, and 
Joseph B. Thompson, superintendent of 
insurance for Missouri. Wilbur F. 
Maring, Jr., secretary of the Kansas 
City Association of Insurance Agents, 
is general secretary of the various com- 
mittees. 





SOUTHERN FIELD 











CHANGES TO LEGAL RESERVE 


Gulf States Life of Dallas Will Take 
Over the Gulf States 
Mutual 


DALLAS, Aug. 15.—The Gulf States 
Life, with a capital stock of $150,000 and 
a surplus of a like amount, has filed a 
charter with the secretary of state. The 
company headquarters will be located at 
Dallas. This company is the old Gulf 
States Mutual Life and is now chang- 
ing from a mutual assessment to a legal 
reserve company. It has $17,000,000 
business in force. 

It is announced that the policyholders 
in the old mutual will be stockholders 
in the new concern, and whem the or- 
ganization is completed, the company 
will have a capital of $500,000 and a 
surplus of a like amount. 

This is the old mutual which had a 
Ku Klux Klan backing several years 
ago. It was organized by Z. E. Marvin 
when he was a high official in the Ku 
Klux Klan. Later Mr. Marvin sold out 
to a Missouri company and then started 
another mutual concern. The company 
has been contemplating reorganization 
under the legal reserve system for some 
time. 

Among the directors proposed for the 
new company are a number of Dallas, 
Waco and San Antonio business men. 


Clabaugh Ends Southern Tour 


Charles C. Clabaugh, agency head of 
the Maryland Life, has returned from a 
visit to the company’s branch offices at 
Atlanta, Ga., and Asheville, N. C. While 
on his trip Mr. Clabaugh also stopped at 
Wilmington and Rocky Mount, N. C., 
and at Norfolk, Va., with a view of 
securing new representatives, and will 
make announcements later in regard to 
them. 


Houston Association Elects 


H. W. Neuhaus has been elected 
president of the Houston Life Under- 
writers Association by its board of di- 
rectors. Mr. Neuhaus has been leading 
producer in Houston for the past nine 
years for the Northwestern National 
Life. 

George S. Woods of the Seaboard Life 
was elected vice-president and R. S. 
Waddell of the Southwestern Life, sec- 
retary-treasurer, 





Wallace Heads Industrial Life 


Dr. J. W. Wallace has been made 
president of the Industrial Life of Okla- 
homa City, succeeding Dr. R. S. Love, 
who has disposed of his interest in the 
company and returned to his profession. 
J. C. Wallace was made secretary-treas- 
urer. 





Neely’s Agency Visited 


On a recent agency trip Ted M. Sim- 
mons, manager United States agencies 
of the Pan-American life, spent several 
days in Charlotte, N. C., visiting Guy L. 
Neely and his agents. Mr. Neely is 
doing fine work for the Pan-American 
in the central part of the state. Al- 
though Mr. Neely has been with the 
company only since April 1 he has built 
up a splendid agency organization and 
has at the same time succeeded in writ- 
ing a nice volume of personal business. 


Modern Mutual Reorganized 
The Modern Mutual of Decatur, Ala., 








is being reorganized under the name of 
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STATE MUTUAL LIFE 
ASSURANCE COMPANY 


OF 
WORCESTER, MASSACHUSETTS 











Announces the 
Extension of its Territory 
to the West Coast 


and 


Its Entrance into 
the State of Kansas 











INCORPORATED — 1844 
AND NOW IN ITS 


EIGHTY- FIFTH YEAR OF SERVICE 




















Do You Want a 


Contract that pays full commissions 
earned ? 
Or do you want to share your commis- 
sions with others? 
We offer a MAXIMUM COMMISSION 
contract to those who can sell their busi- 
ness unaided, without prodding and other 
expensive, so-called aids. 
Are you the enterprising salesman who is 
in the business to grow? An opportunity 
to join a fast-growing, progressive Com- 
pany awaits you! 
You will be interested in learning more 
about our liberal contracts. 

A REAL PREFERRED RISK 

POLICY! 

Ask about our guaranteed cash coupon 
policies. 
The most popular form of contract ever 
offered to the insuring public. 


BANKERS NATIONAL LIFE 
INSURANCE COMPANY 


Jersey City, N. J. 
Ralph R. Lounsbury, President George Ramée, Supt. of Agencies 


Affiliated with Bankers National Life Insurance Companies at Jacksonville, Fla. and 
Kansas City, Mo. 


The fast-growing pioneers of chain Life Insurance Companies. 














































































Just Reinsurance 
That’s All 











Entirely new policies are 
needed as years pass to fit new insurance require- 
ments. 


ONDITIONS change. 


Issuance of new policies is therefore a measure of a 
company’s desire to keep pace with new conditions as 
they arise. 


Our new policies are demonstrating their value now 
in increased business and in the enthusiasm of our 
agents. 


PHILADELPHIA LIFE 


INSURANCECOMPANY 


111 North Broad Street, Philade’phia, Pa. 


a rieenensieeemeenineniannll 


GREATER BY 140% 


Would you not welcome a way to more than double 
your earnings? ; 

In the first year on our New Low Rate Life plan 
the average policy was $8,044. On all plans the pre- 
vious year the average policy was $3,350. 


Fidelity Agents 
Prospered Accordingly 


Fidelity’s modern selling tools include also a pro- 
ductive lead service —29,390 direct leads were dis- 
tributed to Fidelity Agents last year. More than $400,- 
000,000 insurance in force. Contracts available in 
thirty-nine states. 


Write for Booklet “What’s Ahead?” 
ie 

















IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 
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the Mutual Life of Alabama. Its offices 
are in the Masonic building in Decatur. 
Proposed officers are H. C. Semple, 
president; E. W. Strother, vice-presi- 
dent; H. E. Hicks, secretary; J. A 


Thornhill, treasurer; Drs. F. L. and 
E. M. Chenault, medical directors. The 
company will write life, accident and 
health. 


McClure Moves to Houston 


E. L. McClure, general agent of the 
Rockford Life, has moved his agency 
headquarters, taking offices in the Chron- 
icle building at Houston, Tex. He was 
tormerly located at Corpus Christi. The 
last three years he has been general 
agent he paid for $750,000 of new busi- 
ness, 


Rich General Agency Meeting 


John J. Moriarty, vice-president of the 
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Missouri State Life is attending a meet. 
ing of the Marion Rich general ageng, 
of Columbia, S. C. The Rich genera) 
agency is one of the leading producing 
units of the Missouri State Life, with 
an annual production record exceeding 
$5,000,000. During the past seve; 
months of 1929 this agency has reported 
$2,781,500 of new written business. 





Producers on Fishing Trip 


Thirty-five salesmen of the Fidelity 
Union Life of Dallas who produced $50. 
000 or more in life insurance during 
July are on a fishing trip to Corpus 
Christi, Tex., this week, as guests of the 
company. 
| The Fidelity Union Life at the end of 
| July had written $13,000,000 in life in- 
| surance since last September. President 
| Carr P. Collins and other home office 
officials are acompanying the party. 








- PACIFIC COAST AND MOUNTAIN 














TAYLOR APPOINTED MANAGER 


Man With Unusual Background Takes 
John B. Duryea’s Place on 
West Coast 





James L. Taylor, who for a year has 
been the Penn Mutual’s home office 
representative on the Pacific Coast, sta- 
tioned at San Francisco, has been placed 
in charge of the company’s office in that 
city as manager, effective Nov. 1, fol- 
lowing John B. Duryea’s resignation. 

Mr. Taylor is 37 years old, and 
though young has had an unusually in- 
teresting career. He was born at Sao 
Paulo, Brazil, son of an American mis- 
sionary. There he grew to manhood, 
attending Brazilian schools. and acquir- 
ing a knowledge -of Portuguese and 
I'rench as complete as his familiarity 
with English. In 1906 he came to the 
United States for a four-year course in 
a southern college. He then returned to 
South America, to work for the Bra- 
zilian Railway Company. 

In 1916, desirous of learning a busi- 
ness which might supply his life’s voca- 
tion, he went to New York to become 
a salesman in an export broker's busi- 
A year later this new work was 
interrupted by the world war. He en- 
listed in New York in 1917, was sent to 
France and there was appointed per- 
sonal secretary to Gen. John J. Persh- 
ing. 

In this position he saw the throbbing 
heart of the great tragic drama, as he 
moved from place to place along the 
front. He remained in France 
April, 1919, when he sailed for Brazil, to 
build for himself an export business as 
representative of several American firms, 
He was successful from the start, but in 
1924 came a revolution, resulting in the 
destruction of his business. 

In the meantime he 
first life insurance policy, and a Bra- 
zilian agent advised him to return to 
the United States and to enter the life 
insurance business. So in October, 1924, 
he became an agent for the Equitable 
Life of New York in New York. 

After a few months the Campbell & 
Hart agency of the Aetna Life at Little 
Rock, Ark., offered him a. position as 
assistant general agent, Hugh D. Hart 
being about to leave for his new work 
in New York. He held the position for 
three years, and then early last year 
joined the Penn Mutual as home office 
representative on the Pacific Coast to 
aid in carrying out Vice-President Hart’s 
man-power program in that region. 

Mr. Taylor’s ability makes certain that 
the Penn Mutual’s San Francisco agency 
will thrive under his management, and 
his fine personality has already favor- 
ably impressed the life insurance fratern- 
ity in San Francisco. 


al- 


ness. 





Be alert to the possibilities in selling 
accident and health insurance. Read thé 
Accident & Health Review. $2 a year. 
175 West Jackson boulevard, Chicago. 


until | 


had bought his | 








AETNA COAST AGENTS MEET 


Luther Tells Plans for Future—Dallas 
Relates Underwriting Problems 
Facing Executives 





SAN FRANCISCO, Aug. 15.—Th 
second annual meeting of the Paci 
Coast regional conference of the Aetna 
Life closed at Del Monte, Cal., last 
Saturday following a three-day 
which brought forth much information 
as to the future policy of the company 
and valuable methods of obtaining de- 
sirable business. 

=. H. Lestock Gregory, general agent 
at San Francisco, opened the conference 
with an address of welcome to the gen- 
eral agents and producers in attendance 

K. A. Luther, vice-president, wh 
came to California especially to conduct 
the meeting, told of the company’s ain 
in holding such conferences. He stated 
that it is very probable that in 1931 all 
regional meetings will be combined ir 
one gathering and held at the new hom 
office building in Hartford, which will 
be completed at that time. 

Miss Lenore Walsh of the Los An- 
geles agency, who has the record 
being one of the most consistent quar- 






session 


ter-million producers on the  Pacili 
Coast, was accorded the honor of re- 
sponding to Mr. Luther. She related 


the benefits to be derived from regional 
gatherings. 


Dallas Relates Problems 


W. H. Dallas, assistant vice-president 
told of some of the new underwriting 
problems which are confronting the life 
insurance business today which are re- 
sulting in much research and investiga 
tion work to discover the underlying 
causes. According to Mr. Dallas the 
mortality rate is satisfactory but the 
number of sudden deaths, speculative 
tendency in the buying of life insurance 
and the apparent desire to overinsurt 
are resulting in executives becoming 
more cautious in assuming liability © 
personal risks. He spoke of aviation 
risks at some length and mentioned that 
some companies have had distressing 
experiences by liberalizing their com 
tracts on certain classes. 

When the division plan of the Aetna 
was first placed in effect, the Paci 
Coast division was in fifth place. This 
division has now assumed third pos 
tion, according to C. S. Richardsom 
superintendent, whose subject was “Our 
Division.” 

Home Office Men Speak 


Other home office officials appearing 
on the program were: Ralph Keffer, & 
sistant actuary, who spoke on “Actuaf 
Angles”; Dr. P. M. Cort, associate meé: 
ical director, on “Medical Phases ot 
Underwriting”; and P. W. Watt, 
perintendent of the group division, W 
discussed “Group Insurance.” 

Clark A. Moore, assistant gener 








August 


agent at 
esting tal 
appearin, 
win 
Insuranc 
Agnes 
O'Brien 
Stewart, 
H. L. ¢ 
Flanegat 
tion”; \ 
Arthur 
cerity ol 
and; H 
*Accidet 
ers, Los 
ver, “Se 
Green, 
Seattle 


West 


Indica 
qualified 
Club ot 
from 15 
be in a 
Lake Ta 
sessions 
with ent 
the after 

Qualif 
include 
for at | 
rata bus 
member 
qualified 
or for J 
an agen 
pro-rata 
agents } 
current 
Club me 
ranging 
pointme 
pointme 
vention 
haugh, | 


Paul | 
general 
York at 
compan 
210 Pati 
he will 
brokera; 


Roy | 
his fam 
Coast st 
cisco, I 
terest, 
destinat 
Mr. Ro 
siX gro 
dren w 
to retur 
He is a 


with tl 


The 
mounta 
colle ti 




































\ugust 16, 1929 


went at San Francisco, gave an inter- 
esting talk on “Mental Attitude.” Others | 
appearing on the program included Ed- | 
win C. Kahn, Salt Lake City, on “Life 
Insurance as an _ Investment”; Miss | 
\gnes Macdonald, San Francisco; | 
O'Brien Sawyers, Los Angeles; A. | 
Stewart, Denver, “Securing Prospects”; 
H. L. Cravens, San Francisco; E. G. | 
Flanegan, Seattle, “Estate Conserva- 
tion’: W. J. Whelan, San Francisco; 

\rthur L Damon, Los Angeles, “Sin 

erity of Purpose’; R. D. Eller, Port- 

and: Hugh Robinson, San Francisco, | 
Accident and Health”; Allen E. Sway- | 
ers, Los Angeles; E. M. Wilson, Den- 
ver, “Service to Policyholders”; Roy S. | 
Green, Los Angeles; P. M. Snider, 
Seattle 


Western States Convention Plans 


Indications are that at least 60 fuliy 


qualified members of the El Dorado 
Club of the Western States Life and 
from 15 to 20 Junior Club members will 
be in attendance at the convention at 
Lake Tahoe, Cal., Aug. 29-31. Business 
sessions are to be held in the morning, 


wi th entertainment of various kinds for 
the afternoons and evenings. 


Qualifications for the El Dorado Club 
include a minimum of 10 applications 
for at least $125,000 of new paid pro- 


rata business. The club offers a junior 
membership to agents who never before 
qualified either for full club membership 
or for Junior Club membership, wherein 
an agent must produce $100,000 of paid 
pro-rata business in the club year. New 
agents joining the company during the 
current club year may attain Junior 
Club membership on a sliding scale basis 


ranging from $90,000 for July, 1928, ap- 
pointment to $40,000 for June, 1929, ap- 
pointment. Management of the con- 
vention is in the hands of C. W. Holle- 
augh, field secretary. 
Spahr Opens Office 

Paul R. Spahr, until recently assistant 
general agent of the Home Life of New 
York at Denver, who has been with the 


company 25 years, has opened offices at 


} sen 


210 Patterson building, in Denver, where | 


conduct a general insurance 


business. 


he will 


rokerage 


Roy Ray Roberts’ 


Roy Ray Roberts of Los Angeles and 
his family are motoring up the Pacific 
yping at Del Monte, San Fran- 
isco, Portland and other points of in- 


Trip 


Coast stoy 


terest, with Redmond, Ore., as_ their 
lectinat ’ ; ; ’ 
destination, where a family reunion of 

gg" . a , 
Mr. Roberts’ father and mother, their 


IX grown children and the grandchil- 


rw will be held. Mr. Roberts plans 
to return to Los Angeles about Aug. 26. 
He is a big personal producer connected 


Massachusetts Mutual. 





Territory Is Divided 


California State Life’s  inter- 
ain office at Salt Lake City is now 


Che 
mount 


1] 
is 
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Takes Coast Post 




















JAMES L. TAYLOR 
New San Francisco Manager for Penn 
Mutual Life 
live in Utah, Idaho, Montana, Wyom- 
ing and Arizona north of the Grand 
Canyon. The Arizona branch at Phoe- 


nix is collecting premiums where the as- 
sured live in Arizona south of the Grand 
Canyon or in New Mexico. 


Detroit Life Enters Washington 


The Detroit Life has entered the state 
of Washington and appointed the 
& Rowland Company, Tacoma, 
Wash., as northwest general agent. 
agency is prominent in the fire and cas 
ualty field. 





Prins Heads Spokane Association 


At the annual meeting of the Spokane 


Life Underwriters Association John 
Prins, Metropolitan Life manager, was 
elected president; A. R. Byquist, New 


York Life, vice-president, and R. G. 
Jones, New World Life, secretary 
urer. Mr. Jones has been secretary 
the association for a number of years 


-treas- 
of 


Builders Club Organized 


[he Pan-American Life has organized 
the “Builders Club,” which is composed 
entirely of sub-agents. This organiza- 


tion is intended to promote agency in- 


INSURANCE 
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Han- | 
The 


terest in taking new men into the organ- | 


ization. The agent who through his 
own efforts brings a new agent to the 
company will receive a bonus of $2 a 
thousand on all paid for business, 


clusive of term, written by the 


ex- 
new 


ig premiums where the assured | agent during his first contract year. 


ANOTHER 





EDITION 





|News OF LIFE POLICIES 


| New Policies, Premium aan, ‘Dividends, Greate 
Values and all ee in Policy Literature, Rate 

S$, ete. lementing the “Unique Manual- 
Digest,” published “enmaally in May at $4.00 and the 
— Gem” published annually in April at $2.00. 











INCREASE 


MADE 


Minnesota Mutual Life Announces New 
Scale Effective Sept. 1—Recognize 
Persistent Business 


The Minnesota Mutual Life has 
nounced its new dividend schedule effec- 
tive Sept. 1. It is the eighth increase in 
17 years and the third in three years. 
Following out the company’s policy of 
recognizing persistent business, the 
heaviest increases in the new 


an- 


21 





from the 5th to the 20th years 
the increases being especially large from 


come 


the 10th to 15th years. On the average, 
the increase over the previous year’s 
schedule represents about 50 cents per 
$1,000 yearly over the first 20 policy 
years. 

The increase on the whole life pre- 


ferred is uniform throughout and repre- 


sents an increase at age 15 of 27 cents; 
| age 25, 30 cents; age 35, 32 cents; age 
45, 37 cents; age 55, 46 cents. The new 
dividends on the principal policies fol 
low: 
Endowment at SS 
—-Dividend Year 
Age Pren 1 5 10 15 20 
10 14.56 2.72 3.45 4.74 6.25 7.18 
11 14.80 2.75 3.49 4.81 6.32 7.32 
12 15.06 2.78 3.54 4.88 6.41 7.46 
13 15.32 2.82 3.59 4.95 6.51 7.60 
14 15.61 2.86 3.64 5.03 6.62 7.73 
15 15.89 2.90 3.69 5.11 6.74 7.85 
16 16.19 2.94 3.75 ».19 6.87 7.95 
17 16.52 2.98 3.81 ».28 7.00 8.04 
18 16.86 3.02 3.87 ».37 7.13 8.12 


schedule i 


(CONTINUED ON NEXT PAGE) 











the plans into operation. 


nership protection. 


Alexander E. Patterson, 
Stumes & Loeb, 
W. A. Alexander & Co., 


Wm. H. Kingsley, Vice-Pres. 


Independence Square 








A Strong Service 
Department | 


Our service department is made up of skilled 
underwriters and insurance lawyers all of whose 
time is spent in drawing plans for intricate cover- 
age cases. When desired, they suggest policy forms 
and uses of optional settlements for unusual situa- 
tions, and they design suggested clauses for putting 
This service, like that of 
our policy issuance service, 
time-waste-preventive basis. 


Our Chicago offices make free use of this 
service, which is especially valuable in surplus lines 
and brokerage cases of large dimensions, whose ob- 
ject is estate conservation and corporation and part- 


These are our Chicago Agencies: 


120 S. La Salle St. 
112 W. Adams St. 
134 S. La Salle St. 


Wm. A. Law, President 





The Penn Mutual Life 


Insurance Company 
Philadelphia, Pa. 


is on a time-saving, 


Franklin 7575 
Randolph 0560 
Main 5100 | 


Hugh D. Hart, Vice-Pres- 


Founded 1847 
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Wr ite The Lincoln National Life 
Insurance Company of Ft. Vayne, Ind. 
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those who give out the best of themselves. 
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Bankers Life policy holders—another Onward March record. 
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in Answers to June Examination for 


adopted by accountants for valuing good | 


High Degree of Knowledge Exhibited will is Af » ‘= arbitrary 


earnings basis — 


Degree of Certified Life Underwriter | #.20"4.55%5.8.85, 


DEAN’S NOTE.—The accom- 
panying answers to questions con- 
tained in the June, 1929, Certified 
Life Underwriter examinations form 
a composite set made up from the 
replies of various candidates for the 
“C, L. U.” degree. This set does 
not purport to show perfect answers 
to each question, nor to indicate 
that the answers presented were the 
best which appeared on any paper, 
but rather to give representative 
answers. Many of the questions and 
problems involved the use of judg- 
ment on the part of the candidate. 
Accordingly, no hard and fast solu- 
tion could be expected. Credit was 
given for the reasonableness of a 
candidate’s answer and the intelli- 
gence with which he applied his 
knowledge. 


LIFE INSURANCE FUNDA- 
MENTALS 

(a) ECONOMICS OF LIFE 
INSURANCE 

Q. 1. (a) Why is life insurance re- 
ferred to as a “life will”? 

A. Life insurance is referred to as a 
“life will” because of the fact that it is 
a means of distributing that portion of 
the insured’s estate (which is based upon 
his life value) to designated heirs (the 
beneficiaries under the policies). In the 
case of a property estate it is necessary 
to have a will for its distribution to the 
particular heirs or others to whom the 
deceased desired to leave his estate, 
otherwise the distribution would be 
effected under the intestate laws of the 
state. The will would designate the 
specific amounts or items which were to 
be paid to each named heir upon the 
death of the donor and thus the distribu- 
tion would be accomplished. 

The situation in the case of a life in- 
surance estate is much simpler. Here 
the insured, having capitali ized his life 
value by means of life insurance, has 
designated specific beneficiaries to re- 
ceive the proceeds of the insurance upon 
his death. The insurance companies will 
then pay directly to the beneficiaries the 
amount of the insurance, just as the ex- 
tcutor of the estate would pay the 
amounts designated in the decedent's 
will. The settlement will, however, be 
accomplished much more quickly and 
without the numerous expenses which 
tend to deplete a property estate. By 
means of life insurance the insured has 
deen able to “will” to those who survive 
tum the pecuniary value of his greatest 
asset, his life. 

* + 

Q. 1. (b) Name four advantages of 
the “life will,” as compared with the 
“property will”. 

A. Some advantages of a “life will” 
a compared with a property will are: 

1, Promptness in settlement. Prop- 
erty wills are frequently contested with 
resultant delays in final settlement. Such 
is seldom the case with life wills, for 
beneficiary clauses and designations are 
ordinarily upheld by the courts and pol- 
ity payments are not often contested. 

Oreover, the executor of an estate is 
customarily given a year to settle the 
state and does not make distribution 
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interests of the bene- 
ficiaries and guarantee that the insur-/ future income at say 5 percent. 
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Q. What are the principles which 
you use in valuing the business worth of | 
your clients for business life insurance 
purposes? 

There are 
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Q. Explain how life insurance illus- 
trates the principle of depreciation ap- 
plied to the working value of human life. 
Depreciation as applied to 


Some kinds of property depreciate faster 
\ railroad will last longer 
; because [ 
various optional settle- | can be repaired and maintained at par 
by proper expenditure. 


be roughly computed by 


years during which he 
produce. Even though he remain healthy 
* and nothing prevents him from working, 
his life value depreciates each year. 
can be compared to the coal mine. E 
| year part of the assets 
etc.) of the life will be used. 

A life insurance policy 


sured pays a premium, 
set aside (in the reserve) 
pose of ultimately having a fund equal 
to the value of the life when it has been 
Should 
die before his normal 
entire value 


Q. Explain how life insurance serves 
as property insurance in protecting the 
insured’s general estate. 


protecting 
general estate because: 


otherwise consume the 
b. If life insurance 


other property, as real 
in an unfavorable 
stance, in 1920, Babson’s 
bonds averaged 694. 


are well over par lt it had been neces 
sary to sell bonds at that time to pay 
off the expenses previously mentioned, 
there would have been a genuine sacri- 
fice which might have cost the estate as 
much, if not more, than the various 
charges themselves 

c. From the foregoing it also follows 
that certain expenses may be reduced. 
“or instance, if inheritance taxes are 
paid within three months in Pennsy!l 
vania, there is a credit allowed of 5 per- 
cent. Conversely, there is a penalty of 
1 percent a month on overdue taxes. 
life insurance proceeds may make it 
possible for the executor to take th 
discount and avoid the penalty 

d. Certain particular pieces of prop 
erty may be kept intact without causing 
tamily dissension \n interest in a busi 
ness, a farm, a residence, a country 
place, etc., may be left by a father to a 
particular son and other children be 
given life insurance proceeds rhus, it 
n't necessary for certain nieces of prop 
erty to be sold in order that all children 
may be treated equitably as might other- 


wise be the case. They can be left to 
those best able to use them and the hard 


feelings of others obviated by life in 
surance proceeds 

r Servants, philanthropic institutions 
and others may be given life insurance 
proceeds and other property estate kept 
in a family if that seems desirable to 
the insured for business or sentimental 


reasons 
* * * 


Q. In discussing the life insurance 
needs of a young man without depend- 
ents, what are the main points which 
you would emphasize? 

\. To a young man without de 
pendents I would urge life insurance be 
cause it 

a. Promotes personal endeavor. If a 
man has a life insurance program to 
maintain, he will work harder to ac- 
complish his end. 

b. Promotes thrift. It is a semi 
compulsory form of saving. A young 
man would be more likely to reach a 
definite savings goal if under compul- 
sion. Moreover, a reputation for thrift 
is an advantage in a business way so 
he is aiding himself indirectly with his 
employers 

c. Enables him to create an immedi- 
ate estate which will be administered by 
a competent company and which will 
permit him to die at par, to leave some 
thing to charity or other good cause and 
give him a teeling that his life has 
counted for something in this world. 

d. Strengthens his credit. If he de 
cides to go into business for himseli 
his credit will be better not only because 
of the cash value, but because carrying 
of life insurance is itself an index of a 
man’s character and, if payable to the 
business, safeguards against the loss of 
human attributes whose presence may 
mean success to a business and whos« 
absence may spell failure. 

e. Is a good investment. Life insur- 
ance is a good investment from the 
standpoint of marketability (the full 
legal reserve is ordinarily obtainable 
with most companies after the first five 
years, and after the first two or three 
with many), borrowing capacity (loans 
may usually be made up to 94 percent ol 
cash value, and at 6 percent interest), 
convenience of payment, stability of 
value, title to a part, safety and fair in- 
come return If the cost of the de- 
creasing term protection is eliminated, 
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M. A, Linton has shown that the return 
on an policies at different ages is 
over 5 percent on the investment ele- 


A great deal more 
points if 


ment of the contract. 
could be written on the above 
time would permit. 

f. May be needed later when the 
would-be policyholder cannot pass the 
necessary examinations. I think a young 
man should carry life insurance even 
when he has no dependents, simply to 
assure himself that he has it in case he 
should have dependents, as most young 
men will, later. But even if he has no 
other dependents,, he will be dependent 
upon himself in his old age and should 
carry it for that genase. 


Q. Name ond atin fully five ad- 
vantages of income settlement of life 
insurance proceeds. 

A. Five advantages of income settle- 
ment of life insurance proceeds are: 

a. Prevents squandering or dissipa- 
tion. The beneficiaries might lose the 
proceds because of extravagance, unwise 
investments, loans to friends or rela- 
tives, purchases from salesmen of wild- 


cat stocks, inexperience in handling 
funds, etc. All such losses are thus 
avoided. z 

b. Beneficiaries freed from worry. 


They do not need to be bothered by the 
necessity of clipping coupons, watching 
investments, reinvesting matured securi- 
ties, etc. Nor do they need to be worried 
for fear they have not acted wisely in 
their investment programs. 

c. Insured knows his desire to pro- 
vide a child with an education, a wife 
with a life income, etc., will be carried 
out and that his loved ones are properly 
safeguarded. His sacrifices to pay pre- 
miums will not then have been in vain. 

d. Sensible and businesslike liquida- 
tion of principal. If a policyholder has 
no desire to leave an estate after his 
wife or other loved one dies, he may 
have the principal used up under a settle- 
ment plan so that an income will be 
paid to his beneficiaries in accordance 
with his desires and the proceeds will go 
far enough but not too far. Otherwise, 
the beneficiaries might have to scrimp 
along and save the principal for some 
other person, in whom the insured had 
no interest, to consume. If the bene- 
ficiaries should, on the other hand, use 
up the principal, they might be left at 
advanced ages without means of sup- 
port. 

e. Beneficiaries may be _ protected 
against themselves in some states where 
the law permits the insured to stipulate 
that neither beneficiaries nor their credi- 
tors can attach, commute, assign or en- 
cumber the proceeds. Creditors of bene- 
ficiaries cannot therefore get their hands 
on income payments until after such 
payments have been made to bene- 
ficiaries. 

f. Convenience of payment plan to 
needs of beneficiaries. Payments may 
be made monthly that beneficiaries 
can easily adjust their expenses of liv- 
ing to the manner of paying benefits. 

* * 


* 
(b) PRINCIPLES AND PRACTICES 


Q. (a) Explain the statement, “En- 
dowment insurance is a combination of 
term insurance and pure endowment.” 

(b) Explain the statement, “Endow- 
ment insurance is a combination of de- 
creasing term insurance and an increas- 
ing sinking fund.” 

A. (a). “Endowment insurance is a 
combination of term insurance and pure 
endowment.” Term insurance consists 
of the promise to pay a stipulated sum 
in the event of the death of the insured 
within a stipulated period of time. If 
the insured survives this period nothing 
is paid. Thus, in a 10-year term insur- 
the insured die 


so 


ance contract must 
within the 10-year term to receive the 
face of the policy ($1,000), but if he 


lives beyond the 10th year he receives 
nothing. 

A pure endowment may be defined as 
a contract which provides for the pay- 
ment of a stipulated sum only upon the 
survival of a given period, nothing being 
paid if death occurs before the end of 
this period. Thus a 10-year pure en- 
dowment would promise the payment of 








THE NATIONAL 





the face amount (say $1,000) is if the 
individual is alive 10 years hence. 

Combine these two plans and let us 
see what is promised, The term insur- 
ance promises $1,000 upon death within 
the 10-year term, the pure endowment 
promises $1,000 upon the survival of the 
10-year period. This is exactly what a 
10-year endowment insurance policy 
promises. Consequently, “endowment 
insurance is a combination of term in- 
surance and pure endowment.” 

(b) “Endowment insurance is a com- 
bination of decreasing term insurance 
and an increasing sinking fund.” While 
the preceding analysis of an endowment 
insurance policy as a combination of 
term insurance and pure endowment is 
useful for premium computation pur- 
poses, it does not really explain endow- 
ment insurance. A large portion of the 
endowment insurance premium consists 
of saving and this saving results in the 
rapid growth of the reserve under the 
policy. This reserve is the savings fund. 

Consider a five-year endowment insur- 
ance policy for $1,000. By the close of 
the fifth year the company will have on 
hand $1,000 in the reserve of this policy 
and will pay this amount to the insured. 
Having $1,000 accumulated in the sav- 
ings fund there is no insurance protec- 
tion necessary under the policy. But 
the $1,000 will not be accumulated until 
the end of the fifth year. At the close 
of the fourth year the company only 
had in the savings fund about $770 so 
that had the insured died then insurance 
protection of $230 would have been re- 
quired. 

Coming now to the end of the first 
year, the savings fund only amounts to 
about $175, and to pay $1,000 should the 
insured die now the company would re- 
quire $825 insurance. Thus as the sav- 
ings fund builds up from $175 the first 
year to $770 the fourth, and $1,000 the 
fifth year, the insurance required to 
hedge the $1,000 policy of the company 
decreases from $825 the first year to 
$230 the fourth and to zero the fifth. 
Insurance of $875 in the event of death 
during a given year, a lesser amount in 
the event of death during the following 
year, and so to $230 insurance in the 
event of death during the fourth year is 
term insurance decreasing in amount 
year by year. Thus “endowment insur- 
ance is a combination of decreasing term 
insurance and an _ increasing § saving 
fund.” 

* * * 

Q. 2. (a) Name as many circum- 
stances as you can which would justify 
you in recommending term insurance. 

(b) Explain the statement, “An ordi- 
nary life policy is in reality an endow- 
ment policy.” 

A. (a). I would recommend term in- 
surance: 

1. Where maximum protection is 
needed at once to meet a temporary 
hazard at the lowest possible cost and 
no savings element is desired or needed. 
For instance, business insurance on the 
life of an engineer or other valuable em- 
ployee who will have completed his par- 
ticular project within the term of the 
policy and for whom protection is no 
longer needed. 

2. To bridge over a period when a 
policyholder has little money and a time 
when he will be better off financially. 
In this case a convertible feature should 
always be incorporated. <A _ student in 
college, or a young professional man 
with heavy obligations but small income 
should carry term insurance with a con- 
vertible feature so that he may have 
maximum protection at lowest possible 
cost until such a time as he can afford 
to convert to a regular form of insur- 
ance. 

3. To provide for some special con- 
tingency not taken care of by the reg- 
ular insurance program but which will 
be taken care of if the insured should 
live. For example, a home owner may 
be paying off a mortgage on his home 
through a building and loan association. 
It will be paid off in, say 11 or 12 years, 
so he may carry a term insurance policy 
in the interim to be sure his family re- 
ceives the home intact in case he. should 
die before making all the payments, A 
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short term bond issue or banking credit 
may be protected in a similar manner. 

Illustrations of the above could be 
multiplied ad infinitum but I have sug- 
gested the principal types with an illus- 
tration of each. 

* * * 

A. (b). An ordinary life policy is in 
reality an endowment policy because it 
will be paid either in event of death or 
upon survival of the insured to age 96. 
The reason that it will be paid at 96 is 
because according to the American Ex- 
perience Table of Mortality, all persons 
will be dead at 96 and therefore funds 
will have been accumulated to meet all 
claims by that time. The reserve on an 
ordinary life policy equals the face at 96, 
therefore, and the insured may cash in 
for that amount if he is living. 

. 2 


Q. (a) Define “legal reserve” and 
state its purpose. 
(b) Define “surrender charge”, and 


give two reasons justifying it. 

A. (a). The legal reserve is that 
amount which, together with future pre- 
miums, will be sufficient to pay all 
claims which may arise under a par- 
ticular type of policy. It is determined 
for any type of policy by subtracting 
from the net single premium of that 
policy at the age of valuation the present 
value of all future premiums. The pres- 
ent value of future premiums is ascer- 
tained by multiplying the net level pre- 
mium at age of issue by the present 
value of a life annuity due at age of 
valuation of $1 per year for balance of 
premium paying period. Viewed from a 
group standpoint, the purpose of the 
reserve is to accumulate under level 
premium policies an amount from sur- 
plus payments in the early years which 
will be available to take care of in- 
creased mortality in later years when 
premiums are not sufficiently high. From 
an individual standpoint, it is the sav- 
ings fund which is accumulated from 
overpayments and which will ultimately 
equal the face if the insured lives. 

A. (b). Surrender charge is the 
amount deducted from the legal reserve 
to determine the cash value which the 
policyholder will receive upon lapsation. 
State laws ordinarily prescribe that no 
cash value need be paid until the end of 
three years and that thereafter the com- 
pany may deduct as much as 2% percent 
of the face (varies with different states) 
from the reserve. The companies are 
more liberal than this, however, as most 
of them pay a surrender value at the 
end of the second policy year, few make 
as large a surrender charge as is per- 
mitted and most companies make no 
charge at all after a given number of 
years, in some cases as few as three. 

The reasons ordinarily given in justi- 
fication of a surrender charge are: 

1. The initial expenses of getting the 
policy on the books are very heavy, 
averaging about 80 percent of the first 
year’s premium. The loading is not 
nearly sufficient to meet these, so the 
company would lose money if obliged to 
pay the full legal reserve in case of 
lapsation the first year or two. 

2. Possibility of surrendering in time 

f financial depression if there were no 
penalty attached. In such event, the 
compariy would be obliged to sacrifice 
its assets to pay surrender values. 

3. Possible adverse mortality selec- 
tion. If there were no surrender charge, 
any tendencies to lapse would doubtless 
be found among the healthiest lives as 
the policyholder with impaired health 
would not take a chance for fear he 
could not later get insurance. 

* . * 


Q. Explain the sources of the sur- 
plus in life insurance. 

A. The sources of surplus in life in- 
surance are: 

a. Savings in mortality. Shepard 
Homans compiled the American Experi- 
ence Table of Mortality in 1867 on the 
basis of one company’s experience and 
made conservative allowance for any 
possibilities of error so that today the 
mortality actually experienced by most 
good companies is usually but 50 to 60 
percent of that indicated by the table. 
The claims which are thus postponed 
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constitute a real source of savings ang 
after due allowance has been mack 
legal reserves, mortality fluctuat 
serves, etc., may be returned to pole 
holders in a mutual company. ; 
b. Excess interest. A rate of 3 
3/2 percent interest is assumed for pr 
mium calculations, but since many copy 
panies now earn in the neighborhood » 
5'4 percent, the excess constitutes 
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source of surplus. 

c. Savings in loading. A life insy 
ance premium may not be increased 
expenses increase, taxes go up, e 


Therefore, the companies load their pr 
miums to an extent that will take car 
of future contingencies. Many partici. 
pating companies also have in mind th 
idea of being able to pay dividends x 
make their loadings a little heavier } 
order that the dividend can be larger 
When expenses are not as large as ap. 
ticipated the excess may be returned. 

d. Gains from forfeitures or lapse: 
are sometimes regarded as a source oj 
surplus but this is due to a bookkeeping 
procedure since these are not real gains 
owing to costs of getting new business 
and other factors on which I have no 
enough time or space to elaborate. 

These various sources of surplus an 
available for payment of dividends ¢ 
policyholders in a mutual company. 4 
stock company, however, discounts toa 
reasonable extent such savings and 
charges a fixed and somewhat lower (in 
earlier years) rate accordingly since it 
makes no refunds. Any savings in e:- 
cess of what it has discounted will be 
paid to stockholders, or go into surplus 

a 2 

Q. A man owns $5000 of life insur- 
ance which he desires to have paid to 
kis son in five equal annual instalments 
beginning immediately upon his death. 
Compute the amount of each instalment, 
assuming that the company guarantees 
3 percent interest on policy proceeds 
payable in this manner. 

A. Using $1 as a basis from which t 
work, and assuming the man wants t 
know the amount of the guaranteed in- 
stalments which can be thus provided 
we could proceed as follows: 
of 2 eee = $1 


1 discounted at 3%for 1 year =i 
1 discounted at 3% for 2 years....= 3 
i discounted at 3% for 3 years....= ( 
i discounted at 5% for 4 years....= D 

E 


$5000 + E = amount of each instalment 

As I recall from memory, the dis 
counted values of $1 at 3 percent for! 
2, 3, and 4 years respectively are .970S74 


942596, .915142 and .888487. Using thes 
values in the above formula: 
$1 1. 
1 
1x -— VTOST4 
(1.03) 
1 
1x —— Y42506 
(1.03)° 
1 
1x —— I5tde 
(1.03)* 
1 
1  — SS845 
(1.03) 
4.717000 
5.000 


———- $1059.97 


4.717099 


Detroit Life Has $3,000,000 Month 
A total of $3,130,620 in new 


busine 


was written by the Detroit Life dun 
its recently concluded “President: 
Month” campaign, in the 30 days ' 


the drive. The Morris Fishman agent 
of Detroit won first honors with a pa 
for production of $1,004,000 and 
Hartwig-Moss Agency of New Orleans 
came in second with $668,000, represe® 
ing its first month’s contribution 4! 
unit of the Detroit Life. The Detro 
City agency ranked third with $299,250 
and the Hardy Agency of Little Rot 
Ark,, another newcomer since the ope 









month 





ago, turnéd in $107,500 for th 
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THE MINNESOTA 
MUTUAL LIFE 


Insurance Company, a purely mutual company with a total of over $172,000,000 
Insurance in Force has excellent General Agency openings in Ohio and 
Indiana which include 


CINCINNATI 
TOLEDO 


INDIANAPOLIS 


isines The Minnesota Mutual offers a definite program, personally directed by 
a member of the Home Office Agency Department, for selection, training and 
ts an supervision of men together with personal sales helps recognized asamong the best. 


Address in Confidence 


et | J. Herbert Snyder, Supervisor Central Agencies, 


815 Ist St. So., Louisville, Kentucky 


“P| THE MINNESOTA MUTUAL LIFE 


INSURANCE COMPANY 


Saint Paul, Minnesota 
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policies from birth to Age 64. 
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LIFE-ACCIDENT- AND 


A REAL GENERAL AGENT’S CONTRACT 
AWAITS THE MAN 

<= | WHO IS INTERESTED IN BUILDING 

C FOR THE FUTURE 


LOW NET PREMIUMS AND A DIRECT HOME 
OFFICE CONNECTION, makes it possible for our 
general agents to render prompt service. We issue 


Openings for general agencies in 
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WANTED— 
A MAN! 


Possessing the following qualifications: 


AGE 35 or over, seasoned and a pro- 
ducer. 

THREE years of life insurance experi- 
ence, 

Must be personally acquainted with at 
least 25 life agents. 


TO HIM— 
WE OFFER 


—The Highest commission for low cost 
participating insurance. 

—The services of an experienced field man, 
to help him in the field, appointing 
sub-agents, giving sales helps and to 


“PUT HIM OVER” 






Over $100,000,000 in Force 


We are particularly interested in Pennsylvania men. 
Write fully. We will not check references until after 
interview. 


Address M-50, care The National Underwriter 






























What Does It Mean? 


The first six months of 1929 
showed a gain in business in force 
for the Peoria Life that was 85% 


of the gain for the entire year of 





1928—and practically equal to the 
! 


whole year’s gain in 1927! 

Some remarkable records were 
produced during this period. May, 
which is dedicated in honor of 
President Emmet C. May, was the 
largest month's writing in the his- 
tory of the Peoria Life. June 
brought by far the largest month's 
net increase the Company has ever 
enjoyed. 


What does it mean? Not that 
the Peoria Life has expanded its 
field: we have entered no new ter- 

















Peoria Life Insurance Company 


PEORIA, ILLINOIS 











ritory, established no new agencies. 
Not that our Agency Force has been 
so much increased: the number of 
our agents is only slightly greater 
than a year ago. 

This noteworthy progress is pos- 
sible because the business of life in- 
surance is good for good agents 
having good policies to offer, and 
well supported by practical, thor- 
ough Home Office co-operation. 


The consistent, rapid growth of 
the Peoria Life since its organiza- 
tion—now nearing the $200,000,000 
mark—has been made by capable, 
well selected agents, steadily in- 
creasing their productiveness and 
their earnings through the well- 
known all-round Peoria Life Serv- 
ice to agents. The Pcoria Life grows 
because it does help its men make 


good. 






































